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The Matron Was Right 


THE 


A certain couple who had been married for over ten years and 
who had no children came to the conclusion that they would better 
adopt a child; so they applied to an orphanage for that purpose. 


In the regular course of the proceedings, a questionnaire was 
sent to the man, asking him—among other things—this question: 


“How much Life Insurance do you carry?” 


He replied that he carried none, but that he would apply for 
some if it were absolutely required. 


The Matron of the institution rejected his application on the 
ground that as he had shown no disposition to protect his present 
dependents, he probably would not be at all interested in protecting 
the interests of a comparative stranger, and besides there was no 
certainty whatsoever that he would keep the insurance in force if 
he did receive it. 


The Matron was absolutely right. Any man who has been 
married for ten years or more, and who thinks so little of his marital 
responsibilities, would continue to ignore such responsibilities if 
they were enlarged. Such a man is either not able to have Life In- 
surance or else he thinks he is not able. In either event, he is a poor 
insurance risk and a poor prospect. 


Such a man simply does not understand his duties. 


NORTHWESTERN MUTUAL 


INSURANCE COMPANY 


Milwaukee, Wisconsin 


Forty-fifth Annual (Fifth International) Convention of the Association of Life Under- 
writers at Milwaukee, September 24-28, 1934. 
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... conversation turned to a discussion of inventions and discoveries. The professor 
voted for electricity as the greatest discovery. The manufacturer said that in his Exc 


opinion the steam engine was the greatest stimulant to industry and progress. ‘'Well,"’ re 
said the financier, ''the fellow who invented compound interest was no dumb-bell."' — 
with | 
Compound interest is a magic force. One cent deposited at compound interest in po 
the year | A. D. would amount to a fabulous sum to-day. yea 
You haven't two thousand years in which to save, but you can make the magic of a 
compound interest work for you through life insurance. sasio 
on At 
A SAVING OF $30 A MONTH a 

1933. 

beginning at age 30 been 

year, 
becomes = 

000 
AN INCOME OF $100 A MONTH year | 
beginning at age 65, Sin 
or, $5,687 
quires 
A Cash Endowment of $15,750 et 
$20,5 
That's the magic of compound interest cash 
ly fiv 
Other savings plans can do the same thing IF you live long enough a 
to make all the deposits, but a policy in the Western and Southern are 1 
will do it even though you only live to make one annual deposit. lly 
That's the magic of life insurance. dan 
gage: 
Assure Financial Security Through Life Insurance fa 
You CAN'T Do Better With Your Money 

one 
ll 
The Western and Southern Life Insurance Company = 
CINCINNATI Fn 
CHARLES F. WILLIAMS, President pass 


A Human Institution Serving Human Needs 
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Agents Are Told 
of Fine Results 


Union Central’s New $250,000 Club 
in Meeting Hears of Real 
Estate Sales 


LIQUIDATE MANY LOANS 


Good Interest and Principal Return and 
Profit on Land Deals Reported 
at White Sulphur 


Excellent experience of the Union 
Central in liquidating at a profit much 
of its less desirable farm and city real 
estate taken over under foreclosure, and 
much strengthened financial condition 
with a high degree of liquidity, were 
noted at the first convention of the $250,- 
000 agents’ club held at White Sul- 
phur Springs, W. Va. There were 255 
agents and managers attending who 
qualified in eight months. 

President Howard ‘Cox at the opening 
session reported on progress, showing 
an increase of $4,843,151 in cash balances 
on Aug. 31, since Dec. 31 last year. The 
cash balance, Aug. 31, was $9,580,469, 
or more than double that at the end of 
1983. Cash resources, he stated, have 
been very greatly increased in the last 
year, having been $5,491,000 Dec. 31, 
1932; $4,400,000 Aug. 31, 1933; $10,587,- 
000 Dec. 31, 1933, and on Aug. 31, this 
year $32,554,000. 


Large Bond Acquisitions 


Since Jan. 1 the company has bought 
$5,687,069 federal bonds and has ac- 
quired $3,441,225 HOLO bonds, $8,217,- 
400 F. F. M. C. bonds, $2,845,852 mu- 
nicipals and $317,241 rails, a total of 
— still having $9,500,000 in 
cash, 

Total bonds held are $26,377,426, near- 
ly five times the amount held at the end 
of 1933. 

Treasurer H. I. Hodell said conditions 
are much improved among the farmers. 
He noted that many of the company’s 
farm mortgages refinanced by the gov- 
ernment were the delinquent and less 
desirable, or so-called “marginal” mort- 
gages. On these the company received 
total principal investment and the equiv- 
alent of one year’s interest at 7 percent. 


City Property Sales Good 


Assistant Treasurer G. F. Pansiera 
noted somewhat similar experience on 
city mortgages liquidated by federal 
oans, the company receiving on these 
return of principal and the equivalent 
of one year’s interest at 634 percent. 

Mr. Cardon of the farm mortgage de- 
partment analyzed federal emergency 
Measures, stating that none of the laws 
Passed by the present federal admin- 
istration have adversely affected the Un- 
ion Central’s investments, nor does he 
believe will this occur in the years to 
come, 

Mr. Beach of the city real estate sales 
department noted that all real estate in 
Cleveland has been sold, there is only 


Report on Buyers Survey 
to Be Made at Gathering 


BY CURTIS PUBLISHING CO. 





Joint Gathering of Research Bureau and 
Agency Officers to Be Held in 
Chicago Oct. 29-31 





Results secured in a comprehensive 
survey of life insurance buyers in the 
United States will be publicly reported 
for the first time at the annual meeting 
of the Life Insurance Sales Research 
Bureau and Association of Life Agency 
Officers Oct. 29-31 at the Edgewater 
Beach Hotel, Chicago. The survey was 
conducted by the Curtis Publishing Com- 
pany, with cooperation of the Research 
Bureau. The results will be announced 
by Fred Bremier of tie publishing com- 
pany in an address which is one of the 
features of the second day’s program. 

Outstanding agency officials from all 
parts of the United States and Canada 
will attend. Chairmen of sessions on 
each of the three days are: Oct. 29, E. 
B. Stevenson, Jr., vice-president National 
Life & Accident, chairman of the board 
of directors, Research Bureau; Oct. 30, 
M. A. Linton, president Provident Mu- 
tual, chairman bureau’s executive com- 
mittee; Oct. 31, J. A. Stevenson, gen- 
eral agent Penn Mutual, Philadelphia, 
chairman executive committee Agency 
Officers. 

Arnold Closes Gathering 


It is customary for the closing address 
to be given by the president of a Re- 
search Bureau member company. O. J. 
Arnold, president Northwestern Na- 
tional, will be the final speaker on the 
program. 

Discussions will fall under three main 
themes, each of which will be stressed 
on a separate day. These are “Re- 
search—the Basis of Sound Progress,” 
“Broader Aspects of Agency Work” and 
“Cooperation—the Keystone to Success.” 

A feature the first day will be a play 
presented by the Northwestern Mutual 
depicting certain phases of the bureau’s 
activity in working with member com- 
panies. 

Other Speakers on Program 


Speakers at the meeting, and their 
subjects, in addition to those mentioned 
above, include: H. E. North, vice-presi- 
dent Metropolitan, “Financial Inde- 
pendence Week”; L. Jones, vice- 
president Equitable of New York, “Re- 
port of Committee on Substitutions”; 
G. H. Hunt, superintendent of agencies 
Imperial, “Canadian Financial Indepen- 
dence Week”; L. . Morgan, vice- 
president Pacific Mutual, “Relations Be- 
tween the Underwriting and Agency De- 
partments.” 

. M. Holcombe, Jr., manager Re- 
search Bureau and _ secretary-treasurer 
of the Agency Officers, will speak the 
closing day on “Activities of the Past 
Agency Year in the United States and 
Canada.” 

H. G. Kenagy, assistant manager of 
the bureau, and K. R. Miller, consultant, 
will also participate. 








one piece held in Detroit and sales are 


Two Companies Start Court 
Tests of F razier-Lemke Act 





ATTACK CONSTITUTIONALITY 





Northwestern Mutual Takes Action in 
Minnesota, Lafayette Life in 
Indiana Court 





Two life insurance companies during 
the week took steps preparatory to test- 
ing the constitutionality of the Frazier- 
Lemke farm bankruptcy law. 

In Fairmont, Minn., proceedings 
under the Frazier-Lemke law were 
halted by County Conciliator John W. 
Flynn and the objection certified by the 
federal court of St. Paul. The objec- 
tion was filed by the attorney for the 
Northwestern Mutual Life as soon as 
the hearing opened upon the petition of 
Peter Klein seeking a reduction in 
principal and six-year extension of time 
on a $7,000 mortgage. The Northwest- 
ern Mutual contends the Frazier-Lemke 
amendment violates the due process 
clause of the constitution as it purports 
to place an arbitrary value on real es- 
tate. 

The other attack was started by the 
Lafayette Life in the form of an ac- 
tion filed in federal court at South 
Bend, Ind. The company charges that 
the Frazier-Lemke bill is unconstitu- 
tional and that Congress exceeded its 
authority. The Lafayette Life had filed 
a motion to dismiss a farmer’s petition 
under the act. The court heard argu- 
ments and ordered both sides to file 
briefs. 

Contention of Company 


So far as the Klein case in Minne- 
sota is concerned, the contention of the 
Northwestern Mutual is that the rela- 
tion of debtor and creditor between the 
mortgagor and the company does not 
exist. Under the Minnesota law, a cer- 
tificate of sale is issued when the prop- 
erty is bid in and at the end of one 
year such certificate operates as a deed. 
The courts of Minnesota have held that 
title passes to the certificate holder when 
the property is sold. Hence, the pro- 
vision of the Frazier-Lemke amendment 
does not apply in such case. 

Although the “due process” clause was 
raised in the Klein case, it is expected 
that the case will be decided on the ques- 
tion concerning the debtor-creditor rela- 
tionship. The case has not yet reached 
the federal district court calendar, hav- 
ing merely been certified to the court, 

(CONTINUED ON PAGE 18) 





Milwaukee Meeting to 
Be Covered in Dailies 


Three special dailies will be sent 
to subscribers next week covering 
the annual meeting of the Na- 
tional Association of Life Under- 
writers in Milwaukee. Full de- 
tails of first day’s sessions and the 
preliminary meetings will be 
printed in the first daily issued on 
Wednesday. The other two num- 
bers will be published on Thurs- 








progressing in ‘Chicago so that after Jan. 
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1 all will be sold. On all city real estate | 


day and Friday. 











Stage Set for the 
Milwaukee Parley 


Large Attendance Anticipated at 
International Meeting 
of Agents 


EXPECT EARLY ARRIVALS 


Many Will Appear Monday Because of 
Election Contest and Opening of 
Managers’ Session 


The annual meeting of the National 
Association of Life Underwriters, which 
will get formally under way next 
Wednesday, promises to attract espe- 
cially large attendance. Every five years 
an international meeting is held, Cana- 
dian and American organizations com- 
bining. Five years ago the interna- 
tional meeting was held in Toronto. 
This year, this country is the host. 
There will be a representative attend- 
ance of Canadians and they will have a 
prominent part on the program. Among 
the speakers are three Canadians and 
Canadian leaders will preside at two of 
the convention sessions. 

A program of high order has been pre- 
pared. In addition to the formal ses- 
sions of the convention, there are as 
usual any number of other attractions 
including the general agents’ and mana- 
gers’ sessions, million dollar round 
table, the session for women agents, the 
C. L. U. dinner, etc. 


Will Arrive Sunday 


A good many of the leaders in the 
association will arrive in Milwaukee on 
Sunday and the trustees will be in ses- 
sion that night. There will be a large 
influx on Monday for the meeting of 
the executive committee, particularly in 
view of the contest over the vice-presi- 
dency and the contest for the 1935 meet- 
ing place. L. O. Schriver of Peoria, 
Ill, and A. E. Patterson of Chicago 
are the candidates for vice-president of 
the association. 

The nominating committee has given 
no indication of what its choice will be 
and consequently interest will be main- 
tained at a high pitch until the last mo- 
ment. The cities which are making bids 
for the 1934 meeting are Des Moines, 
Nashville, Boston and Denver. Boston 
and Nashville lost out for the 1934 meet- 
ing and Des Moines announced last 
year that it would seek the 1935 meet- 
ing. Representatives from each of the 
cities will speak with eloquence on the 
beauties and facilities of their home 
towns and will cite the various argu- 
ments why their section of the country 
should be recognized. That Denver 
would seek the meeting was not known 
until this week. Isador Samuels, New 
England Mutual, will present the Den- 
ver invitation. 

The Monday arrivals will probably be 
greater in number than in the past be- 
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Trend to Social Insurance Declared by Hul 
Not Discouraging Factor 


BOSTON, Sept. 20.—Present trends 
toward social insurance should encour- 


age rather ,than dishearten life agents, 


for men will always need to buy life in- 
surance to provide protection above the 
scant minimum that any conceivable 
government program would give, Man- 
aging Director R. B. Hull of the Na- 
tional Association of Life Underwriters 
declared at the annual convention of the 
John Hancock Mutual. 

“There are prospects for life insur- 
ance, plenty of them, still living in this 
country of ours today. The trouble is, 
too many people have given thought to 
their own personal security, if at all, 
only as an incident to some other finan- 
cial undertaking,” Mr. Hull continued. 
“When the American people start seek- 
ing security as a fundamental, not as a 
by-product, they will find it. That is 
your mission and your responsibility, 
and it is one which no other group of 
men and women can discharge. 


Social Insurance Limited 


“Why should it be a.source of appre- 
hension that society at large has finally 
begun to realize its obligation to insure 
its members against those risks which 
reasonably prudent men cannot be ex- 
pected to avert or to deal with single- 
handed? Also to discharge its responsi- 
bilities to those members of society who, 
under no conceivable circumstances, in 
good times or bad, are able to care for 
themselves? And that, we believe, is as 
far as social insurance ever will go. And 
that also, we believe, is where life in- 
surance begins to function, and that is 
the glorious opportunity and privilege 
of the life underwriter.” 

Pointing out the need of social legis- 
lation, which as a matter of social duty 
will protect against great national ca- 





Eight-Month Sales Total 
Shows Increase of 12.8% 








August life insurance sales increased 
1.6 percent, making the total for the 
first eight months 12.8 percent ahead 
of last year, according to the Life Presi- 
dents Association. 

In August 42 members of the Life 
Presidents Association wrote $699,879,- 
000 against $688,620,000 last year. Or- 
dinary sales totaled $447,871,000, an in- 
crease of 3 percent; industrial $212,380,- 
000, 3 decrease of 7.5 percent, and group 
$39,628,000, an increase of 62.2 percent 
over last year’s total of $24,437,000. 

The eight-month total of new busi- 
ness is $5,843,825,000. New ordinary to- 
taled $3,809,092,000, an increase of 10.8 
percent; industrial $1,694,519,000 an in- 
crease of 10.6 percent; group, $340,214,- 
000, an increase of 61.2 percent. A com- 
parison of new business by classes for 
the first eight months follows: 


Ordinary 








1934 

Over 

1933 

Month 1938 1934 Pct. 
Jan. $ 423,573,000 $ 435,676,000 2.9 
Feb. 424,483,000 424.395,000 —.02 
March 435,308,000 526,280,000 20.9 
April 423,605,000 511,915,000 20.8 
May 432,732,000 524,542,000 21.2 
June 446,435,000 493,205.000 10.5 
July 417,859,000 445,208,000 6.5 
Aug. 434,638,000 447,871,000 3.0 
$3,438,633,000 $3,809,092,000 10.8 

Total 

Jan. $ 614,431,000 $ 665,457,000 8.3 
Feb. 609,725,000 648,073,000 6.3 
March 640,414,000 787,628,000 23.0 
April 628,778,000 794,495,000 26.4 
May 645,320,000 791,544.000 22.7 
June 687,776,000 762,490,000 10.9 
July 666,095,000 694,259,000 4.2 
Aug. 688,620,000 699,879,000 1.6 
$5,181,159,000 $5,843,825,000 12.8 


lamities and economic convulsions which 
the individual cannot control by his own 
eredenee, thrift, and industry, Mr. Hull 
said: 

“The difficulty, of course, is to know 
where the line should be drawn, and 
then to have the courage to draw it. 
The slacker and the thriftless will ex- 
pect more protection in this regard than 
society can afford, or than he is really 
entitled to have. On the other hand, 
the citizen who is really intent on ade- 
quate provision for his own future, and 
who has the initiative and determination 
to secure it for himself and for his fam- 
ily, will demand more than the state 
can possibly undertake to supply. 

“Public provision always falls below 
the accepted American standard of liv- 
ing. The question for the great major- 





ity of individuals becomes therefore: 
‘Would I not prefer to save for my own 
old age, than to live in the hope of a 
public pension? ‘These latter are the 
men and women out of whom prospects 
for life insurance and annuities are 
made; not the old, the defective and the 
incompetent. Not those who even in 
normal times just cannot, or at least 
will not, keep up with the procession. 
“Your prospect lists do not comprise 
a roll of the desperate, the dispossessed 
and the disinherited. Your field of ac- 
tivity is rather among the 15,000,000 
American owners of corporate securi- 
ties, the 45,000,000 savings banks de- 
positors, the 10,000,000 members of 
building and loan associations, with as- 
sets of more than $8,000,000,000, the 14,- 
000,000 families (half of all the families 








Agents’ Financial Future Far 


From Optimistic 


By Verne Gordon 





Business is now definitely on an up- 
swing. It may properly be time, then, 
to ask how the agent is now faring and 
to investigate for a more than casual 
answer. 

On the face of it, one might natur- 
ally imply that business conditions have 
stepped in while others were debating 
the “plight of the ordinary agent”—and 
removed it as a major problem. It may, 
therefore, be difficult to project the be- 
lief that this “plight” of the agent is 
not only not better, but is considerably 
worse—with little likelihood of any im- 
mediate improvement. And yet this is 
what a sober study of the facts will 
show. Without a doubt this is still a 
major problem of the business—and one 
which demands the immediate attention 
of all who are interested in the forward 
march of life insurance. This advance 
is dependent, under the present system, 
ion the agent. 


Older Men Are Leaving 
the Insurance Business 


Ignoring the statistics of the business 
for a moment, there is ample evidence 
of this “backsliding” in the day by day 
developments in the field. Many old 
agencies are folding up, veteran general 
agents abdicating and—most tragic of all 
—agents leaving the business for other 
activities. Agents have always left, in 
large numbers—to the tune of nearly 50 
percent turnover annually, but those 
were formerly only newcomers who 
couldn’t make the grade. This year 
company after company is coming to the 
realization that their veterans are falling 
by the wayside. They are finding it 
difficult to carry on any longer. Some 
even left to go into CWA ranks, which 
tells the story of their decline. 

Ordinary business is up 12 percent 
now, however. Yes, but living costs in 
general are up from 15 percent to 25 
percent depending on what set of sta- 
tistics you subscribe to. At best, the 
cost of living has held its acceleration 
to a higher rate than has the agent’s in- 
come. And this leaves him still, after 
nearly a year of improved business, on 
the same plane as last year. That, un- 
fortunately, is a plane which cannot help 
but prove disastrous, 

Take the 1933 statistics, now that they 
are available. With practically the same 
number of agents as were in the busi- 
ness in 1932, commissions on new busi- 
ness in 1933 showed a loss of 25 percent 
from the equivalent figure of the pre- 





vious year. That was in spite of the 


this stop-gap income. 





fact that there was not. a material 
change in new premium income. The 
significant fact is that, while total new 
premiums showed little change, new pre- 
miums from ordinary business were off 
35 percent—annuity premiums, with a 
60 percent increase, offsetting the other 
figure. And; of course, annuity pre- 


miums pay a smaller commission. What | 


this means is shown by the drop in the 
ratio of commissions to first year pre- 
miums from 42 percent in 1931 to 29 
percent in 1932 to 20 percent in 1933— 
more, than a half reduction in two years. 


No Renewal Incomes 
from Annuity Sales 


Still more important, these annuity 
premiums and commissions not only rep- 
resent ‘reduced income for the year of 
sale, but they build nothing for renewal 
income -as does the ordinary business. 
This tremendous increase in annuity 
sales, combined with renewal losses from 
old ordinary lapses, has carried a cumu- 
lative woe into 1934 for the man with 
the rate book. Total commissions in 
1933, new and renewal combined, showed 
a decrease of 11 percent from 1932. To- 
day, while the lapse rate has improved 
over last year, the business in general 
is still going off the books faster. than 
the agency forces can put new on. An- 
nuities are still increasing at a pre- 
viously unknown pace—so much so that 
many ‘companies are considering. drastic 
action to check them. If these checks 
take effect, there will be.a loss in even 
In short—the 
agent is still, in spite of “recovery,” los- 
ing ground on his personal income. 


Bulk of Agents Not 
Earning NRA Minimum 


This means that the bulk of the life 
insurance agents are not earning the 
NRA minimum. Of the aggregate 
(whether one uses the figure 250,000 or 
more or less) only about 5 percent are 
making an income of. the proportions 
usually held’ up as an example for new- 
comers. That,‘in fact, is a bit optimis- 
tic. Then, another 5 percent are “get- 
ting by.” The rest are not—and are 
probably going to’ be replaced before the 
year is out.. Some records seem to in- 
dicate that much of the gains this year 
are from the top 5 percent—that the best 
men are getting better and the others 
are getting worse. The rate of turnover 
is very. likely. going to jump from 50 per- 
cent to, perhaps, 90 percent this year. 

That is an unfortunate picture for such 





in the United States) owning their ow 
homes, the two out of three families a 
the time of the last federal census, yi 
telephone and electric service, the y 
percent owning radios.” 

Quoting an author whom he termy 
the leading exponent of social ingy. 
ance, one who “carries his philosophy 
right up to the front door of sti 
socialism,” Mr. Hull read the folloy. 
ing extract: 

“That ample life insurance is the on} 
safe and practical way to protect yoy 
widow, by this time needs no furthe 
argument. . . . There is a sense ¢ 
comparative strength, stability and 
curity about life insurance, so that eve 
the stress and strain of the depressiy 
have injured but little its popularity, 
The American people still have fait 
in life insurance as the best way of ip 
suring old age, as well as the future of 
wives and children.” 

“The author’s complaint,” Mr. Hy! 
continued, is that in spite of all its pop. 
ularity and with all its growth, life in 
surance has not penetrated widely o 
deeply enough into the life of th 
American masses. . That it has not 
reached sufficiently far, as a solution to 
the problems of widowhood and orphan. 
age and old age dependency. 

“Well, what is that, I ask you lie 
insurance agents of America, except a 
stirring challenge to your efforts and 
‘abilities. That author uses it as a 
argument to prove that the only solt- 
tion’ of these problems is by way of 
taking them out of the hands of ind: 
viduals who have failed. to provide su 
ficiently for their own security, ant 
placing the responsibility in the arm 
of a socialized government. I find init 
the supreme incentive to your best ¢- 
fort, and to that of every citizen who 
wants to find himself eventually, not 
merely the parasite of a protecting px 
ternalism, but the creature of his owt 
creative individualism.” 


Can’t Stop Advertising By 
Non-Admitted Companies 


Newspapers which carry advertise 
ments of unlicensed insurance companies 
cannot be regarded as agents of those 
companies and no action may be taken 
against them for soliciting insurantt 
without license, Insurance Director 
Palmer of Illinois has been informed by 
the attorney-general. 

The opinion points out that an adver 
tisement in a newspaper cannot be cot 
strued as an agency wherein the news 
paper is the agent of the advertiser. 10 
enforce the penalty provision of the law 
it will be necessary to prove that the 
newspaper wrote policies, settled claim 
and solicited insurance. 











a business of remarkable opportunity # 
is life insurance. And that expression § 
just as true today as a year or five yea 
ago. Men are coming into this busine? 
today, 1934, and becoming million os 
lar producers or nearly so in their - 
year. They did it last year. They - 
do it next year. But they are few. T . 
prosper in spite of the conditions — 
which they are thrust. The other a 
dred thousand or more who joined = 
ranks last year were not as fort 
They failed or are failing—and the a0" 
is not entirely theirs. The agency - 
ditions are partly at fault—and t - 
should be renovated quickly before a 
many thousands have tried and fail 
this business that it will again be b@ 





; rt 
where it was years ago—the last ree 
of “failures” before the relief line. 
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Over 900 Men at 
Penn Mutual Meet 





Agents Conduct Program—Law 
and Davis Only Official 
Speakers 





TWO SEPARATE SESSIONS 


President Reviews Company’s Financial 
and Management Affairs — Income 
and Salary Continuance Discussed 





A double-header convention was held 
at Swampscott, Mass., by the Penn 
Mutual Life with the eastern and south- 
ern agents meeting for three days fol- 
lowed by a similar program for the cen- 
tral, western and Pacific Coast repre- 
sentatives. The attendance was over 
900. With the exception of President 
w. A. Law and Vice-president Frank 
H. Davis, the entire program was 

F manned by special agents who had dis- 
played notable ability, especially in plac- 

ing income and salary continuance in- 
surance. No general agents spoke. 


Law Discusses Finances 


President Law with the utmost frank- 
ness and in the simplest manner de- 
' scribed the financial situation of the 
company and its current investment 
methods. He compared the internal or- 
ganization of the Penn Mutual in 1924 
and in 1934. The changes in the vari- 
ous departments were described and ex- 
| plained. He told of the setting up of 
' new departments and the closer coordi- 
nation of all the departments to make a 
/ unified instrument of service was de- 
© tailed. 
> The company’s advertising was dis- 
cussed by Mr. Law. He spoke with un- 
> reserved approval of the national ad- 
' vertising. He also commented on the 
' company’s insurance journal advertis- 
' ing. Its institutional character is 
known to all readers of insurance pa- 
pers and Mr. Law declared that it is 
» intended as a contribution to the gen- 
| eral welfare of the life insurance fra- 
ternity, and that it has produced a large 
amount of good will for the company 
and its agents. 


Davis Congratulates Agents 


Vice-president Davis congratulated the 
agents on their splendid record and said 
the home office is handling approxi- 
mately the same number of applications 
as it did in 1929, although the average 
size is smaller. However, the produc- 
tive activity that the agents have dis- 
played is an inspiration. Mr. Davis 
emphasized individual responsibility of 
agents as each one is in business for 
himself. He told of the importance of 
enthusiasm, saying nothing was ever 
well done that was not enthusiastically 
done. He emphasized the stability of 
the life insurance institution and that it 
has Stood as the last economic fortress 
In Many instances. 

Various methods of prospecting were 
discussed, including prospecting by. the 
use of applications, the endless chain 
and center of influence and cold can- 
vass. Prospecting for different types’ 
and classes of people was also reviewed, 
including business and professional wo- 
men, newly married couples and young 
single men, 
A discussion on salary savings in- 
cluded a demonstration of an interview 
with the employer for authorization and 
sale to the employe. 

Income insurance, especially the use 
of the special endowment income con- 
tracts, was discussed. The advantages 
(CONTINUED ON LAST PAGE) 








Programs of Two Sections 


of A.L.C. Meeting Prepared 





BIG GATHERING IN CHICAGO 
Agency and Industrial Groups to Have 
Interesting Sessions, Chairmen Mori- 
arty and Maine Announce 





Theme of the annual meeting of the 
American Life Convention’s Agency 
Section to be held at the Edgewater 
Beach Hotel, Chicago, Friday morning, 
Oct. 12, will be “Maintaining the Dig- 
nity of the Agent,” it is announced by 
Chairman J. J. Moriarty of the section, 
vice-president General American Life. 
Programs for the meetings of the 
Agency Section and Industrial Section 
are announced by Mr. Moriarty and by 

F. Maine, superintendent of indus- 
trial agencies, London Life, London, 
Ont., chairman Industrial section. 

The Industrial Section’s meeting will 
start at 11 a..m, Get. 11: 

The meeting of the Agency Section 
will be held in conjunction with a ses- 
sion of the main body of the A. L. C. 
annual meeting here Oct. 10-12. 

As customary for many years, the 
Legal Section will meet for two days, 
Oct. 8-9, preceding the main gathering. 
The Financial Section also will meet at 
the Edgewater Beach Hotel, Oct. 9, and 
the Industrial Section on the afternoon 
and evening of Oct. 11. 


Agency Section Program 


Program for the Agency Section is: 


‘Ts a Subsidy the Answer?,” E. C. 
Sparver, superintendent of agents, Re- 
liance Life. 

“Is it Education Alone?,” H. J. Cum- 
mings, vice-president and superintend- 
ent of agencies Minnesota Mutual. 

“Where Do We Begin and How Do We 
Complete the Job?,” J. CC. Behan, 


(CONTINUED ON LAST PAGE) 








Guardian Life Men Now 
Producing for President 




















































CARL HEYE 


The forty-fifth anniversary of Presi- 
dent Carl Heye’s entrance upon his car- 
eer with the company marked the in- 
auguration of a 45 -day campaign in his 
— by the field force of the Guardian 

ife, 

In September of 1889, Mr. Heye be- 
gan his business career as a clerk in the 
actuarial department. In 1898 he was 
appointed assistant secretary and a few 
years later, was made secretary. 

Promotion to the office of vice-presi- 
dent and secretary followed in 1915, and 
six years later, he was elected to the 
presidency. ; 

The fourth president of the Guardian 

(CONTINUED ON PAGE 20) 








Independence Square 


Milwaukee National Meeting 


Year by year the programs of these great con- 
ventions,—held jointly by the American and Canadian 
Associations,—are built to accord with the trend of 
the current life insurance needs of the public. 
year’s Milwaukee program is of that type. Naturally, 
income insurance will be stressed, the American peo- 
ple, still suffering from the shock of capital and in- 
come loss through the depression, reliantly looking 
almost solely to the life insurance companies for safe 
investment of their savings, to result in secure pro- 
tection for their families and maintenance for old age. 


The National Association, representing the pro- 
ducing fraternity in the United States, through this 
Convention will give direction to the work of the com- 
ing year, will give new emphasis to the ideals of the 
institution of life insurance, and will maintain its 
rank among our greater cooperative organizations. 


THE PENN MUTUAL LIFE INSURANCE Co. 


WM. A. LAW, President 


This 


Philadelphia 























One-Two-O Club 
Meets in Chicago 


Inspiring Addresses on Selling, 
Agency Building, at Conti- 
nental Assurance Gathering 


THREE-DAY CONVENTION 


President Behrens Welcomes Agency 
Force at Annual Turnout—Ber- 
muda Trip for Leaders 


General agents and managers and 
members of the One-Two-O Club of the 
Continental Assurance of Chicago met 
there in a three-day convention this 
week, some 200 agents attending. 

The General Agents & Managers As- 
sociaticn meeting opened the first morn- 
ing. After luncheon, there was an open 
session with discussion of agency build- 
ing problems, such as recruiting, train- 
ing, etc. Dinner was held in the eve- 
ning. 

At the session on agency building, D. 
Miley Phipps, superintendent of agen- 
cies, said he was concerned with men, 
money and morale, in his talk “Meet- 
ing Today’s Agency Problems.” The 
marginal producer has been eliminated 
in the last few years. Mr. Phipps finds 
40 percent of new business comes from 
new men. To increase man power gen- 
eral agents must use better selection and 
give utmost assistance and cooperation 
to new men. They must get into pro- 
duction quickly—in about 60 days. Gen- 
eral agents must first sell men the busi- 
ness and not buy into the business; give 
careful supervision and joint work. A 
revolving fund should be set up, as much 
as the general agents can afford, not a 
drawing account or salary but to be dis- 
bursed strictly on a necessity basis. The 
general agent must get his funds back 
quickly, 

How to Maintain Morale 


To maintain morale, a man should be 
kept busy on constructive activities and 
be given no time to listen to pessimis- 
tic opinions. The agent closely follows 
the attitude and example of the general 
agent, and the latter must stimulate and 
encourage his men through his own at- 
titude. 

Mr. Phipps said men selected must be 
young enough in years or attitude so 
they can adapt themselves to changing 
conditions. They must be courageous 
and aggressive, must be workers, indus- 
trious and ambitious. In short, they 
must have a future. The man’s ability 
to make contacts must not be minimized. 

Allen M. Reager, Louisville, president 
General Agents & Managers Association, 
was general chairman of the One-Two- 
O Club convention Thursday. Luther 
Moor, Dayton, O., vice-president of the 
association, was vice-chairman. G. F. 
Claypool, executive vice-president, was 
the session chairman. President H. A. 
Behrens extended greetings. 

Mr. Reager responded. He said that 
the agent must continue to make life 
insurance a real profession, must not be 
satisfied merely to take applications 
from friends. The agent must first learn 
the prospect’s needs and then cover 
them with life insurance. 

It is the duty and responsibility of 
the agent to meet life insurance needs. 
More than half the population has one 
or more policiés. He believes in future 
every person of insurable age who can 
qualify will own a policy contract. 


There is $103,219,000,000 insurance in 
force on the lives of 60,000,000 persons. 
(CONTINUED ON PAGE 9) 
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Ohio Association Indorses 
Lichtenberg for Trustee 





HODGES ELECTED PRESIDENT 





Report on Compensation of Agents, to 
Be Presented at Milwaukee 
Convention, Discussed 


-———_ 


COLUMBUS, O., April 20.—Ray 
Hodges, Ohio National, Cincinnati, was 
elected president of the Ohio Associa- 
tion of Life Underwriters at its annual 
meeting. F. A. Lichtenberg, Massachu- 
setts Mutual, Columbus, retiring presi- 
dent, was indorsed for trustee of the 
National Association of Life Underwrit- 
ers. He has also been indorsed by the 
Columbus association. 

Other officers elected were: First 
vice-president, Fred Zweifel, Equitable 
of Iowa, Toledo; second vice-president, 
E. C. Noyes, Akron; secretary-treasurer, 
J. B. Davis, Penn Mutual, Columbus; 
trustees, A. F. Tripp, New York Life, 
Youngstown; J. E. Guthrie, Warren; C. 
R. Walker, Equitable of Iowa, Cleve- 
land; L. D. Fowler, Connecticut Mu- 
tual, Cincinnati. 

Superintendent C. T. Warner ex- 
pressed appreciation of the cooperation 
given the department by the life under- 
writers, and said that laws recently 
passed had helped to stabilize the insur- 
ance business. 


Discuss Compensation of Agents 


Mr. Fowler spoke informally on selec- 
tion and compensation of agents. A re- 
port on this subject, prepared by a com- 
mittee of which Mr. Fowler is a mem- 
ber, will be submitted at the Milwaukee 
convention. The Warren delegation 
submitted a memorandum on the sub- 
ject, which was referred to the new offi- 
cers. It was pointed out in talks on 
this question that 25 percent of life in- 
surance agents are making a good liv- 





ing, while 75 per cent are barely getting 
along, and that the average income of 
agents is $351 a vear. 

it was decided to send letters to every 
life company operating in Ohio, point- 
ing out the need for changes in the 
present part-time agency system. 

C. Vivian Anderson, president of the 
National association and a past president 
of the Ohio association, told of the ac- 
tivities of the national organization the 
past year, and urged all to attend the 
national meeting next week. Mr. Lich- 
tenberg and Mr. Davis also read reports 
of their activities the past year. 

A plea was made for the turning over 
to the insurance department of a larger 
percentage of funds which the state col- 
lects from insurance companies, that it 
may increase its staff and add to its effi- 
ciency. An appeal along this line will 
be made to the incoming legislature. 


Many Favorable Responses 
In Campaign for Patterson 





Enthusiastic nation-wide response to 
the proposal of an unaffiliated, volunteer 
committee of ‘Chicago life insurance men 
backing Alexander E. Patterson, general 
agent of the Penn Mutual, Chicago, for 
vice-president of the National Associa- 
tion of Life Underwriters, is reported by 
E. B. Thurman, general agent New Eng- 
land Mutual, chairman of the committee. 
A great many letters were sent out by 
the committee to leading members of 
the National association in many sec- 
tions, urging nomination and election of 
Mr. Patterson at the Milwaukee con- 
vention next week. The response was 
instantaneous, Mr. Thurman said, and a 
large proportion of the replies was fav- 
orable. There was in evidence a strong 
sentiment for “Pat in every section. 
The committee is preparing to attend the 
Milwaukee convention “armed to the 
teeth” for the fight to elect Mr. Pat- 
terson. It is assured that there will be 
a whirlwind campaign among uninstruc- 
ted delegates. 





Control of U. S. Life May 
Be Sold to C. V. Starr 


—- 


NEGOTIATIONS UNDER WAY 





International Insurance Operator Is In- 
terested—If Deal Is Consummated 
More Aggressive Policy Seen 





NEW YORK, Sept. 20.—The United 
States Life, one of the country’s oldest 
life companies, will modify its tradition- 
ally conservative attitude toward new 
business and assume a more aggressive 
stand in this respect if negotiations now 
pending between the majority stock- 
holders and C. V. Starr, well known 
international insurance man, are consum- 
mated. While it is believed that the 
sale will go through as contemplated, it 
will be about 10 days before the deal is 
finally completed. 

The United States Life, of which 
Henry Moir, widely known actuary, has 
been president since 1923, was founded 
in 1850. At the close of last year it had 
$27,146,576 insurance in force and assets 
of $6,176,990. It has written exclusively 
non-participating business since 1907. 
Before joining the United States Life, 
Mr. Moir was vice-president and actu- 
ary of the Home Life of New York. 


Starr’s Insurance Affiliations 


Mr. Starr is president of the American 
International Underwriters, New York 
City, and was at one time in the fire and 
casualty insurance business in San Fran- 
cisco. He is associated with the Asia 
Life, which operates under a Delaware 
charter in the far east, with the Inter- 
national Assurance Co., Ltd., of Hong 
Kong, and other enterprises in China. 

The American International Under- 
writers is foreign manager for the Han- 
over Fire, the National Union Fire and 
the Ohio Casualty. He heads the Amer- 








ican Asiatic Underwriters Federatig, 
Inc., which handles the marine busing 
of the Hanover, National Union, Ag. 
cultural Fire, State of Pennsylyan;, 
North River and a number of foreig: 
companies. 

In the event the proposed change , 
ownership is effected, Mr. Moir woy; 
continue as head of the company, | 


Audit Shows Assets Are 
Depreciated 50 Percen 





Virtually 50 percent depreciation jy 
assets of the National Life of U. S$, 4. 
Chicago, placed in receivership a yex 
ago and taken over under a manage 
ment contract by the Hercules Life, i 
shown in report of appraisal filed in 
perior court Thursday. 

The purpose of the appraisal is to 
fix the interest and rights of gener 
creditors and policyholders who di 
sented from the Hercules Life deal, 

Appraised value set on real estate 
mortgages, stocks, bonds, furniture an 
fixtures and accounts receivable is $1(- 
270,191. The book value of these item 
was $31,023,650. 

There is, in addition, $1,037,000 cash 
in the hands of Receiver P. J. Lacey,: 
small portion of which is duplicated in 
the total of appraised value, as it is o 
items valued by the auditors and sub- 
sequently liquidated. The appraised 
value, therefore, will be subject to: 
slight change before the final figure is 
set. 


Jennings St. Paul Manager 


The Yeomen Mutual Life of Des 
Moines has appointed H. H. Jennings 
manager of the new St. Paul branch o- 
fice. He was formerly with the Mit 
land National Life of South Dakota 
and at one time was connected with 
the banking department of South De 
kota. He has assumed his new duties 
in St, Paul. 
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AMONG MORE THAN THREE HUNDRED COMPANIES IN THE UNITED STATES 


FIRST—On increase in Industrial Insurance in force for 1933. 
FIRST—On increase in Ordinary Insurance in force for 1933. 
FIFTH—On total number of policies in force. 

SEVENTH—On total Industrial Insurance in force. 
ELEVENTH—On new Life Insurance written during 1933. 


First Among All in 1933 





The National Life and Accident Insurance Company 


. Made More Growth Than Any Other Company in 1933 
. Has Made More Growth First Six Months, 1934, Than 
It Made During the Entire Record-Breaking Year of 1933 


GROWTH FIRST SIX MONTHS, 1934, ALMOST FOUR TIMES THAT FOR 
FIRST SIX MONTHS, 1933 
HERE ARE THE COMPARATIVE FIGURES 


NEW PAID BUSINESS 
First Six Months 1934 


MPFMLEBREAIN algzs. ova 4ncve:d toate cela eee Mie $73,477,698.00 $59,516, 118.00 

Sino os en eee 29,052,054.00 1 6,722,657.00 

Ps wremamonid Dien: coments 

AGREES ore $102,529,752.00 $76,238,775.00 
INCREASE IN INSURANCE IN FORCE 

First Six Months 1934 First Sie Months 1933 

iRouRIEl eC eee ae $22,214,000.00 $ 7,866,815.00 

NE foie skal Males Ce SRE eh 15,397,780.00 2,525,409.00 

PE nde ahs occas 

en! SEE SS ee $37,61 1,780.00 $10,392,224.00 


Growing Greater Every Day 


Shielding Millions — Are We Shielding You? 


NATIONAL 


The National Life and Accident Insurance Company, Inc. 
NASHVILLE, TENN. 


BUILDING 





First Six Months 1933 
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Plan to Combine Insurance, 


Old Age Shelter Announced 


ee 


HARPER MOULTON IS FACTOR 





Chicago Group Forms Manor House 
Association to Provide Pleasant Liv- 
ing Conditions for Leisure Years 





The Manor House Association, One 
North LaSalle street, Chicago, makes 
the announcement of the very interest- 
ing and unique Manor House Plan of 
putting annuity dollars into action. 

Walter R. Miller and Harper Moulton 
of Chicago’ are largely responsible for 
the development of this Manor House 
Plan, and because of the many attractive 
features, this paper believes that it will 
be valuable information for life insur- 
ance men who desire to extend the ad- 
vantages of annuities. In fact, the 
Manor House Plan is so novel and so 
comprehensive that some insurance men 
have named it the “Completion of Life 
Insurance.” 

Launches Building Program 


The Manor House Association, a 


» Texas non-profit corporation, with its 
' home office in the Milam building at 


San Antonio, and its executive office at 
One North LaSalle street, Chicago, 1s 
launching a building program which 
calls for the building and establishment 
of Manor Houses at San Antonio and 


' elsewhere in the United States where a 


sufficiently large number of applicants 


| for residence in a Manor House de- 


mands such houses to be built. These 
houses are not institutional in character, 
but partake of the flavor of country es- 
tates, 

The first Manor House to be erected 
will be near San Antonio, on a tract 


' overlooking the city, and when com- 


pleted, will house 150 permanent house 
guests. The land has already been se- 


_ cured. Those who secure residence in a 
' Manor House must have attained the 
' age of 60 years, and after their entrance 
| they are provided with all the necessi- 


ties and comforts throughout their leis- 
ure years. Each Manor House is 
equipped to give complete hospitaliza- 
tion, medical and dental care. It is also 


| provided with an auditorium, lounge, 


card and recreation rooms, as well as 


| asmall library. A nine-hole golf course 
; is planned for the Manor House in San 


Antonio. 


Applicant Makes Contribution 
Each applicant for residence in a 
Manor House makes an outright con- 
tribution to the building and establish- 
ment fund of the association, which con- 


_ tribution is determined by the age of 


the applicant. At the time that applica- 
tion for residence in a Manor House is 
made, application is also made to a life 
company for an endowment policy or an 
annuity contract, which will provide a 
guaranteed income of $50 per month 


| after the applicant has reached age 60. 


he annuity may be either a life or a 

tefund annuity. The $50 per month 

guaranteed by the life company provides 

or the maintenance of the applicant 

alg has gained residence in a Manor 
e. 


A most interesting feature of the 








WANTED 


The National Underwriter Co. is de- 
Sirous of adding an experienced 
Statistician-compiler, man or woman, 
to its statistical department in Cin- 
sage _ These publications include 

e Unique Manual Digest, Little 


Casualty Charts, F age Write stating 
and experience with 
Salary expected to 
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Manor House Plan which will appeal to 
insurance men is that the endowment 
policy or annuity contract always re- 
mains under the control of the appli- 
cant. In the event the applicant dies 
before reaching entrance age into a 
Manor House, all the cash value under 
the annuity becomes available for the 
heirs of the applicant. Likewise, after 
a person has gained residence in a Manor 
House, any refund value under the en- 
dowment policy or annuity contract 1s 
automatically released to the heirs in 
the event of his death. 

The Manor House plan further pro- 
vides that a resident in a Manor House 
in one part of the United States may 
transfer to a Manor House in another 
part of the country, provided a vacancy 
occurs in such a Manor House. 

Managed By Trustees 


Manor House Association is managed 
by a board of trustees, comprising dis- 
tinguished men. William Brockhausen 
of the Sunset Advertising System and 
governor of the tenth district of Adver- 
tising Men of America, is president. J. 
Soule Warterfield, vice-president of 
Starrett Brothers and one of the prin- 
cipal owners in the Starrett Corpora- 
tion, is executive vice-president. Mr. 
Warterfield is a member of the execu- 
tive committee of the National Associa- 
tion of Real Estate Boards. Kenneth 
C. Brown, for many years an officer of 
the Chicago Title & Trust Company, is 
treasurer. He was also vice-president 
of Quinlan & Tyson before joining the 
association. Walter R. Miller, formerly 
a member of the Illinois legislature, is 
director of organization. The manage- 
ment of the Manor Houses is in charge 
of George C. Hunt, administrative sec- 
retary of the Washington and Jane 
Smith Home in Chicago. Mr. Hunt is 
also secretary of the association. Harper 
Moulton, a life insurance man of long 
experience who gained attention a few 
years ago when he wrote Marshall Field, 
III, policies aggregating $2,500,000, is 
vice-president. 

Qualified insurance men representing 
any life company may take on represen- 
tation of the plan. 

May Prevent Lapses 


Mr. Miller and Mr. Moulton state that 
the Manor House Plan provides the 
means whereby agents can create much 
new business and that it is their opinion 
that the plan will prevent lapses of many 
policies. 

Wm. Brackhausen & Associates of 
San Antonio are in charge of organiza- 
tion of the Manor House Association in 
Texas, Oklahoma, Arkansas and Lou- 
isiana. 

The Len L. Balke agency, for many 
years in the life insurance business in 
Kansas City, is handling the organiza- 
tion work in eastern Kansas and west- 
ern Missouri. 

The Manor House Association will 
have an exhibit at the forthcoming con- 
vention of the National Association of 
Life Underwriters at Milwaukee. 

As an example of the cost, the “con- 
tribution” required of a male applicant, 
age 40, is about $1,800. The “contribu- 
tion” is forfeited if he chooses not to 
enter the Manor House later, but he 
retains full ownership of his life insur- 
ance or annuity. 


Want Department Non-Political 


The Republican state convention in 
Nebraska included in its platform a dec- 
laration that the millions of dollars 
invested in life insurance policies and 
annuities demand that the insurance de- 
partment be strengthened and that its 
administration be entirely removed fron. 
politics. 


Yeomen Mutual Life Gains 


President A. H. Hoffman of the Yeo- 
men Mutual Life, Des Moines, reports 
the company is running well ahead ot 
last year in sales volume, with prepara- 
tions under way for an intensive fali 
drive expected to bring agency writ- 
ings to a new high peak. 








: ROSES on DRUMS 


BACK ON THE AIR AGAIN! 











Roses and Drums Cast: Front .. . 
J. Malcolm Dunn, Walter Connolly, 
Thomas Chalmers, Guy Bates Post, 
Elizabeth Love, Charles Waldron. 
Jack Roseleigh, Bill Miley; rear ... 
Arthur Maitland, Reed Brown, Jr., 
John Griggs; seated . . . John Battle; 
inset . . . Helene Claire as Betty 
Graham. 


First life insurance program on 
major network goes into third year 


of broadcast... over NBC stations. 


















RIGHT THERE at your radio—General Grant, tense, deter- 
mined, ordering an attack. A nasal Yankee from Maine 
cracking a dry joke before going into action. General Lee, 
calm, unswerving in a faith stronger than his cause. And 
mingled with the war drums is a thread of romance so 


real that it touches the heart .. . 


No wonder Union Central agents say this “Roses and 
Drums” program works for them every day of the week, 
leading to friendly interviews, helping to close cases. No 
wonder this outstanding feature of the most stirring 
period in American history is entering its third year. 

You can hear it any Sunday afternoon on the Blue Net- 
work of the National Broadcasting Company and added 
stations, 5:00 P. M. Eastern Standard Time. Tune in 
next Sunday and check for yourself this new way of 


selling life insurance. 


The 


UNION CENTRAL 


Life Insurance Company 


CINCINNATI 
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Canadian Superintendents 
Reelect President Hartley 





ACTION BREAKS PRECEDENT 





Major Elected to New Office of Honor- 
ary President—Seek Cooperation 
of Bar Association 





President R. P. Hartley was reelected 
president of..the Canadian Insurance 
Superintendents Association at the an- 
nual meeting in St. John, N. B., the 
first time in the organization’s history 
that a president has been chosen for a 
second term. Mr. Hartley is deputy 
attorney-general of New Brunswick and 
has charge of insurance administration. 

W. J. Major, Manitoba attorney-gen- 
eral, was elected honorary president, a 
new office created to recognize his 
prominence in the conferences of 1933 
and 1934. Other officers reelected were 
H. R. Stewart, Prince Edward Island 
superintendent, as vice-president, and 
R. Leighton Foster, Ontario superinten- 
dent, secretary-treasurer. 

The place for next year’s conference 





was not fixed. As the association has 
some interest in common with the Ca- 
nadian Bar Association in respect to 
uniform insurance laws, an effort will 
be made to have these two bodies meet 
at the same place and time. This year 
the bar association met in Montreal. 

A provincial insurance board in New 
Brunswick with powers to deal with 
the licensing of agents and other allied 
problems was forecast by Mr. Hartley. 
The new board would be patterned 
after those in Ontario and Quebec. 

Life insurance questions were taken 
up at a separate session. Since the 
model life insurance act went into ef- 
fect in 1924, a number of troublesome 
developments have resulted. One of the 
most complicated is the preferred bene- 
ficiary provision, which gives a different 
standing to certain close relatives: hus- 
bands, wives, children, fathers and 
mothers, as compared with other not so 
closely related beneficiaries. This pro- 
vision has introduced complications, 
especially in handling optional settle- 
ment cases. 


Cammack Not to Speak 


E. E, Cammack, vice-president and 
actuary of the Aetna Life, states that he 
will not be able to give the address at 
the American Life Conventon, which 





was scheduled. He was to speak on 
“Life Insurance a Cooperative Enter- 
prise.” 


Franklin Life Appointments 

A number of new appointments are 
announced by the Franklin Life. 

F. Langley, for 25 years an in- 
surance leader in Chattanooga, has taken 
the general agency for the Franklin Life 
with Chattanooga and east Tennessee as 
his territory. He was formerly asso- 
ciated with the Equitable of New York. 

L. I. Baker, who has carried on a suc- 
cessful general insurance business in 
Oklahoma City, since 1916, has been 
appointed general agent. 

James K. La Vallee, formerly field 
superintendent for the American Re- 
serve Life of Omaha, has accepted ap- 
pointment as unit manager of the F. J. 
Budinger general agency of Chicago. 


Maj. W. Calvin Wells, vice-president 
and general counsel of the Lamar Life, 
has been elected president of the Mis- 
sissippi State Bar Association. 


The entire staff of the C. W. Peterson 
San Francisco agency of the Phoenix 
Mutual Life has qualified to attend the 
company’s annual convention in Del 
Monte, Cal., Sept. 21-23. 















(Number 6 of a Series) 





A New Sales and 


Service Plan 


Sound in Conception 
Simple in Operation 


We believe the need for a “new deal” for life 
insurance agents which is acknowledged by many 
leaders of thought in the life insurance fraternity 
is met by the new Federal Reserve LIFE-TIME 


Plan. 


The LIFE-TIME Plan, a sales and service pro- 
gram, applies proved principles of scientific busi- 
ness management for the first time to the ac- 
quisition and retention of life insurance. It is con- 
ceived to sell business on a sound basis, and elimi- 
nate policy peddling. Under its terms a complete 
and competent service to policyholders is required. 


The LIFE-TIME Plan is simple in operation. 
It recognizes life underwriting as a profession, and 


ALEX C. GREEN 
President 


The NEW 
Federal Reserve 
LIFE-TIME 
PLAN 
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Principles 


We believe that the interests of 
Policyholders, Field Force and 
Company are exactly parallel, 


We believe that wastage in the 
Life Insurance business is borne 
by Policyholders, Field Force 
and Company alike, 


We believe that Standards of 
Performance are attainable ‘which 
will eliminate Waste, and 


We believe that these principles 
should find expression in the 
relationship entered into between 
Field Force and the Company. 
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Consultants are 


A definite time-control plan helps consultants 
organize their daily procedure and achieve maxi- 
mum efficiency in their work. 


to this company. 





in rendering professional services our field repre- 
sentatives become “policyholders’ consultants.” 
instructed and assisted in 
establishing a definite clientele of their own. 
With the aid of a number of unique and original 
forms, consultants are taught to present scientifi- 
cally planned life-time programs to their clients. 


Compensation to consultants is on an altogether 
new basis for life insurance agents. They are paid 
not only for the present, but for the continuing 
worth of their business, and that of their clients 


Additional information to that contained in this 
series on the Life-Time Plan sent on request. 


GEORGE L. GROGAN 
Agency Vice-President 
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Arnette Put in Charge 
of State of California 


| 











ARNETTE 


Ww. J. 


SAN FRANCISCO, Sept. 20.—W. J, 
Arnette, San Francisco manager Fidel- 
ity Mutual Life, in charge of northern 
California operations, has been placed 
in charge of the entire state, assuming 
the additional duties as successor to 
Manager Earl Sturdivant at Los An- 
geles. Mr. Arnette will retain his head- 
quarters in San Francisco with an as- 
sistant manager in charge of the Los 
Angeles office. 








New Ohio Handbook Is Ready 


Volume Published by National Under- 
writer Provides Most Comprehensive 
Insurance Information About State 








The Underwriters Handbook of Ohio, 
which has just come from the press of 
THE NATIONAL UNDERWRITER, presents 
some very interesting facts regarding 
the insurance business in that state. The 
company directory department, which 
lists the companies operating in the 
state with financial statements, lists of 
officers and field men, shows that there 
are 744 companies operating in Ohio. 
This compares with 764 in 1933. There 
are 252 stock fire, 95 mutual fire, 16 re- 
ciprocals, 102 stock casualty, 35 mutual 
casualty, one casualty reciprocal, 128 
life companies and 115 fraternals. 

The “Record of Insurance in Ohio” 
gives fire and life insurance for six 
years, and casualty insurance classified 
for two years. : 

Life insurance written in 1933 in 

Ohio was $953,026,606 compared with 
$987,521,458 in 1932. Insurance in force 
was $6,153,832,990 as against $6,401,505,- 
412 in 1932. The peak year for insur- 
ance in force in Ohio was 1931 with 
$6,836,586,666. 
Other information contained in the 
Ohio Handbook includes lists of orgam!- 
zations with official lineup, adjusters, 
attorneys, and field men. The book cov- 
ers Ohio insurance-wise very thor- 
oughly and is the recognized reference 
book on insurance in the state. It 1s 
valuable to agents, companies and field 
men and is constantly used. 


Consolidate Colorado Offices 


Lynn Hammond, former agency mat 
ager at Loveland, Col., has been 4p 
pointed to succeed M. R. W hetzel as 
Denver agency manager of the Equitable 
of Iowa. Mr. Whetzel continues wit 
the Denver office as special representa- 
tive. The change is the result of com 
solidating the Denver and Loveland dis- 
tricts. Pueblo, the only other district 





in the state, retains its identity. 
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Life Representatives Will 
Appear on Chicago Program 





MORTGAGE BANKERS TO MEET 





President Arthur Hall of the Lincoln 
National Life Will Give 
Important Address 





At the annual convention of the 
Mortgage Bankers Association to be 
held at the Edgewater Beach hotel in 
Chicago, Oct. 4-5, a number of insur- 
ance men will take part. President 
Arthur F. Hall of the Lincoln National 
Life will give one of the leading ad- 
dresses the morning of Oct. 5, on “The 
Mortgage as an Investment From the 
Life Insurance Company’s Viewpoint.” 
Earl E. Mount, branch manager of the 
Travelers at Minneapolis, will speak at 
one of the group discussions the after- 
noon of Oct. 4 on “Methods of Ap- 
praisement for New Farm Loans.” H. 
G. Harrison of Omaha, branch manager 
of the Prudential, will speak the same 
afternoon on “Management of Farm 
Field Forces.” J. B. Wadsworth of 
Council Bluffs, Ia., a representative of 
the Mutual Benefit Life, will be one of 
the discussants on the subject, “The 
United States and the Mortgage Field.” 

E. H. Lougee, correspondent Metro- 
politan Life at Council Bluffs, will. speak 
the afternoon of Oct. 5 on “Corres- 
pondent’s Compensation in Farm Busi- 
ness.” Robert Deming of Oswego, 
Kan., correspondent of the Prudential 
and National Life of Vermont, will be 
the chairman and discussion leader on 
this subject. I. O. Copes of Sioux City, 
Ia, loan agent of the John Hancock 
Mutual, will speak Friday afternoon on 
“Farm Foreclosures Under the New 
Laws.” 


Lindsay Tells $100,000 Club 
About New York Life’s Gains 


Members of the $100,000 Club of the 
New York Life in the midwest and the 
northwest departments held a two-day 
meeting in Chicago this week. O. R. 
Carter, inspector of agencies at Chicago, 
and R. E. Peters, inspector at Minne- 
apolis, were in charge. The sessions 
were occupied by inspirational and edu- 
cational talks by various speakers. About 
150 members of the two clubs attended. 

Vice-president L. Seton Lindsay re- 
ported that the company’s sales the first 
eight months of this year gained 20 per- 
cent over the same period last year, and 
the outlook is excellent. 

“The improvement in our business has 
been steady and indications are that it 
will continue,” Mr. Lindsay said. “Each 
month this year has brought an increase 
in new business over the same month of 
1933. On the other hand, applications 
for loans on policies have been drastic- 
ally reduced. 

“We now have over $40,000,000 in 
cash, awaiting opportunity for invest- 
ment. Cash on hand or in bank at the 
end of 1933 was $30,943,412.” 





Complete Program for the 
Advertising Conference 





NEW YORK, Sept. 20.—Final ar- 
Tangements have been made for the an- 
nual meeting of the Insurance Adver- 
tising Conference at the Westchester 
Country Club Oct. 1-3. An unusually 
interesting program has been set up and 
a large attendance is expected. Among 
the speakers will be A. T. Falk, director 
of bureau of research and education, Ad- 
vertising Federation of America; A. E. 
iaase, Association of National Adver- 
tisers, who will speak on “Methods of 
Determining the Advertising Appropri 
ation;” L. L. Montgomery, on “Psy- 
chology and Risk Bearing;” Col. R. C. 





Eddy, director, Massachusetts Safety 
Highway Study; Merle Thorpe, editor, 


“Nation’s Business;” A. W. Lehmen, 
Association of National Advertisers, 
speaking on “Broadcast Advertising;” 
George J. Kutcher, general agent North- 
western Mutual Life, whose address will 
be “How to Meet Objections to Life 
Insurance,” and William Leslie, National 
Bureau Casualty & Surety Underwriters. 
Clarence Axman, editor “Eastern Under- 
writer,” will give an informal talk on his 
trip abroad on Sunday evening, Sept. 30. 


Calls on All Insurance to 
Fight Inimical Legislation 


ns 


SAN FRANCISCO, Sept. 20.—A 
call for cooperative action by all classes 
of insurance in combating inimical leg- 
islation, with especial reference to gov- 
ernment measures affecting industry, 
was made by F. V. Keesling, president 
American Life Convention at a lunch- 
eon meeting sponsored by the San Fran- 
cisco General Agents & Managers Di- 
vision of the San Francisco Life Under- 
writers Association. The conference 
was attended by presidents of local fire 
and casualty companies and reovresenta- 
tives of the California Association of 
Insurance Agents. C. W._ Fellows, 
president Associated insurance compa- 
nies, represented the home casualty 
companies and F. N. Belgrano, presi- 





dent Pacific National Fire, the home 
fire companies. 

H. R. Schroeter, past president Cali- 
fornia Association of Insurance Agents; 
O. J. Lacy, president California-West- 
ern States Life, and Victor Etienne Jr., 
president West Coast Life, attended in 
addition to the company managers and 
general agents, and other local com- 
pany officials. T. R. Ryan, assistant 
secretary Fireman’s Fund group repre- 
sented that organization. 

Mr. Keesling stressed the impor- 
tance of contacting eandidates for the 
legislature, stating it was better to have 
an educated candidate than one misin- 
formed. He also discussed govern- 
mental activity along certain lines, 
stressing the belief that inimical reac- 
tions upon industry reflect also upon in- 
surance of all kinds. 


Robbins in Dallas, Analyzes 


Present Insurance Situation 





DALLAS, Sept. 20.—Col. C. B. Rob- 
bins, recently named manager and gen- 
eral counsel of the American Life Con- 
vention, was the guest of the Texas 
members of his organization at a lunch- 
eon here given by Harry L. Seay, presi- 
dent Southland Life. 

Colonel Robbins in analyzing life in- 





surance at the present time declared 
that during recent years two outstand- 
ing forms of insurance have found gen- 
eral favor. The first was the long term 
form of term or ordinary, in which the 
buyer sought the ultimate in insurance 
protection because of falling income. 
The second has been annuities, the de- 
mand coming from extremely wealthy 
persons who had a great deal of money 
to invest and were nervous for its 
safety. 

He reported that there is a steady 
gain in the amount of insurance in 
force and predicted that this gain will 
continue. The companies are not yet 
generally seeking real estate mortgage 
loans, he said, but he believes that the 
time is not far distant when policy loans 
made in the last few years will be 
amortized, real estate values will be 
stable and money will be plentiful for 
new construction. 

He particularly complimented Com- 
missioner R, L. Daniel of Texas. 


Endorse Patterson for Post 


SWAMPSCOTT, MASS., Sept. 20.— 
The annual meeting of Penn Mutual 
agents here unanimously indorsed the 
candidacy of Alexander E. Patterson of 
Chicago for vice-president of the Na- 
tional Association of Life Underwriters. 
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PRO 


We have weekly reports from boys who were following the 
ORGANIZED SELLING PLAN before the bank and insurance 
moratorium last year—and who are still on the plan and still 


Their combined reports cover a period of over 3,500 weeks— 
equivalent to watching one man’s work more than 70 years. 


For the full period, 70 years, they show 15 7/10% sales. 


For the period from March 1, to May 30, 1933—the percent 
of sales for these same men was 13 7/10%. 


A PLAN THAT WILL DO BUSINESS DURING A 
PERIOD SUCH AS MARCH-APRIL-MAY, 1933—about as 
well as at other times—must have something in it worth inves- 


Interested? Then write— 


Harold J. Cummings, Vice-President 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul 
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RECORDS 


Seventeen agents of the Union Cen- 
tral each exceeded $100,000 production 
in August on the last lap of qualifica- 
tion for the $250,000 Club convention 
held at White Sulphur Springs. The 
field force paid for more than $10,000,- 
000 in the month. Sid Marean, Cincin- 
nati agency, led with $166,880, John 
Cyrol, Minneapolis, $142,000; R. P. Mac- 
Dermott, Worcester, $132,000; Kennedy 
Doggs, San Antonio, $127,800; Roy 
Green, Cincinnati, $126,630; A. P. Sim- 
monds, New York City, $125,000. For 
the eight months the volume leader was 
G. B. Hollister, Cincinnati, $1,019,510. 
Next in order were M. C. Kramer, Dal- 
las, $1,017,886; F. H. Strietmann, Cin- 
cinnati, $665,495; L. A. Rosen, New 
York City, $658,749; E. E. Silver, Bos- 
ton, $654,562; C. N. Poling, Grand Rap- 
ids, $643,375; A. W. Tell, Denver, $617,- 
783, and J. C. Sebastian, Cincinnati, 
$608,200. 





* * * 

The Northwestern National paid-for 
new business, pro rata basis, for the 
first eight months of 1934 was 25 per- 
cent greater than in 1933. First-year 
premium income, not including consid- 
eration for annuities, was 76 percent 
greater. Total first-year premium in- 
come, including annuity considerations, 
was slightly more than double the total 
for the same period in 1933. 

x ie 


Berkshire Life—August life sales 
gained 45.8 percent and annuities 10.93 
percent. Eight-month premium income 
largest in history. 

. x & 

Pacific Mutual Life—August written 
business increased 20 percent and acci- 
dent premiums gained 69 percent. New 
non-can disability premiums increased 58 
percent. 

Franklin Life—August paid business 
increased 98 percent. 


Northwestern Mutual Life—Paid for |. 


business for first eight month $33,887,- 
748, or 27.15 percent, ocer correspond- 
ing period last year. August produc- 
tion $17,210,521, increase 3.4 percent. 

L. A. Hanley, southwest Texas, Re- 
liance Life—August written business 
gains 91 percent. 


Texas Agency, Lincoin National Life— 
Gain of 58 percent for the first eight 
months. 


J. N. Fletcher, San Antonio, United Fi- 
delity Life—Eight-month increase in 
paid business of 50 percent. 


A. 8S. Doerr, San Antonio, Southland 
Life—Eight-month increase of 50 per- 
cent in paid business. 


Ray Martin, St. Louis, Home Life of 
New York—Increase of 15 percent in 
number of applications for year to date. 
Leads company on cash with applica- 
tion business. 


Z. C. Yates, St. Paul, Union Central— 
. Up to Aug. 31 recorded a 100 percent 
increase over 1933 and has written more 
business than during the entire year 
1932. 


A. M. Embry, Kansas City, Equitable 
of New York—Paid for nearly $11,500,- 
000 during the first eight months of 
1934, as compared with $8,000,000 in the 
same period a year ago. The total for 
the agency last year was $12,203,000. 

R. C. Rodruck, Seattle, Mutual Trust 
Life—Won “President’s Trophy” cup for 
the second quarter of the year with a 
volume of business 174.08 percent over 
quota. 


I. D. Wallington, Ohio, Guarantee 
Mutual Life—Eight-month new business 
total $3,250,000. 


A. F. Haas, Pittsburgh, Mutual Life of 
New York—Production 20 percent ahead 
for year, July and August best months 
in history. Veterans vs. Recruits cam- 
paign stimulated sales with the former 
group winning and M. V. Hyde as indi- 
vidual leader. 

Cc. F. New, Baltimore, Sun Life of Can- 
ada—For month ending Sept. 10 paid 
business increased 500 percent. LEight- 
month increase 30 percent. 





The Lutheran Brotherhood has ap- 
pointed A. J. Waugh general agent in 


Chicago, succeeding P. C. Anderson. 





Life Office Management Men 
Meet in Hartford Oct. 1-3 





FOUR COMPANIES ARE HOSTS 





Dr. Rauterstrauch of Columbia Univer- 
sity Is Announced as an Addi- 
tional Speaker 





The annual conference of the Life Of- 
fice Management Association will be 
held in Hartford Oct. 1-3. Several com- 
mittees composed of representatives of 
the four member companies located in 
Hartford, the Phoenix Mutual, Aetna 
Life, Connecticut Mutual and Connecti- 
cut General, are in charge of arrange- 
ments. The géneral committee is com- 
posed of J. B. Slimmon, Aetna Life, 
chairman; W. P. Barber, Jr., Connecti- 
cut Mutual; C. E. Johnston, Phoenix 
Mutual and G. W. Skilton, Connecticut 
General. 

Sub-committees are: Reception, 
Messrs. Johnston, Barber and Slimmon, 
and G. A. Drieu, Connecticut General; 
entertainment, S. G. Hart, Connecticut 
Mutual; G. Merrill, Aetna Life; J. R. 
Larus, Phoenix Mutual, and J. L. Ritch, 
Connecticut General; ladies’ entertain- 
ment, Mesdames G. W. Skilton, J. B. 
Slimmon, C. E. Johnston, W. P. Barber, 
Jr., G. A. Drieu and F. H. Searle; ban- 


| quet, G. Merrill, Aetna Life; I. Career, 


Connecticut Mutual; I. Partridge, Phoe- 
nix Mutual, and F. F. Carpenter, Con- 
necticut General; publicity, K. - 
Mathus, Connecticut Mutual; informa- 
tion and transportation, F. F. Carpenter, 
Connecticut General; H. D. Prentice, 
Aetna Life; W. F. Stevens, Connecticut 
Mutual, and H. Bishop, Phoenix Mutual. 

Dr. Rautenstrauch, professor of indus- 
trial engineering, Columbia University, 
will address the association Oct. 2 on 
“Life Insurance Premiums and the Na- 
tional Income.” 


Two New Committeemen to’ 


Be Elected at Next Meeting 


The terms of John M. Laird, vice- 
president Connecticut General Life, and 
Frank P. Manly, former pesident Indi- 
anapolis Life, as members of the execu- 
tive committee of the American Life 
‘Convention will expire at the forthcom- 
ing meeting. A new president undoubt- 
edly will come from the executive com- 
mittee, which will leave a vacancy. As 
Mr. Manly is not actively in the busi- 
ness any more this will mean two new 
members to be elected this year. Ac- 
cording to precedent, F. V. Keesling, 
vice-president of the West Coast Life, 
who is president of the organization, will 
be elected a member of the committee 
for two years. Those spoken of for the 
presidency are President H. K. Lindsley 
of the Farmers & Bankers Life and 











Veteran Life President 
Dies at Age of 74 Years 











NILS A. 


NELSON 


Death this week took Nils A. Nelson, 
one of the founders and for 17 years 
president of the Mutual Trust Life of 
Chicago. He was born in Sweden, was 
74 years of age and among many dis- 
tinctions was proud of having been 
knighted by the King of Sweden. He 
came to this country in 1881 and studied 
industriously in night schools. 

Mr. Nelson had been ill for several 
months, but in spite of his advanced age 
was active, for a number of years hav- 
ing been secretary of the Svea Building 
& Loan Association. He had lived in 
Englewood 40 years. 

He became president shortly after the 
founding of the Mutual Trust 29 years 
ago, serving in that capacity until 1922, 
when he resigned, being succeeded by 
Edwin A. Olson, who is now at the 
helm. For a number of years following 
that, he was treasurer. 

The Mutual Trust officers in a body 
attended the funeral services Thursday. 
Burial was in Oak Hill Cemetery, Chi- 
cago. A son, Norman A., is secretary of 
the Old Republic Credit Life. Nils Nel- 
son is survived also by the widow and 
two other sons, B. H. and S. E. Nelson. 








President G. S. Nollen of the Bankers 
Life of Iowa. 


Sioux City Veteran Dies 


I. G. Miller, general agent at Sioux 
City, Ia., for the Bankers Life of Ne- 
braska, with a service record of 27 years 
with that company, died of a heart at- 
tack at the age of 67. 





NEW YORK, Sept. 20.—There 
may be something of a turn toward 
term insurance on account of the 
investment situation at life company 
head offices. While executives have 
always discouraged term insurance 
and it is generally felt there is a 
‘selection against a company, at the 
same time the investment situation 
has become such a problem that 
some financial officers say that there 
should be a greater encouragement 
in the writing of this policy. They 
take the position that a company 
can well afford to switch toward 
term insurance at this time and then 
look towards converting these poli- 
cies in years to come. Many people 





Turning to 


Term Plan 


would be interested, they argue, in 
term policies at this time owing to 
the fact that they are not able to 
purchase high priced insurance. 
Term insurance has never been 
profitable. Companies have discour- 
aged it but owing to the peculiar 
situation confronting them now 
there may be more of a tendency 
to write this class. Life men have 
been interested in the comment of 
E, E. Cammack, vice-president and 
actuary of the Aetna Life, at its 
recent regional meetings when he 
stated that he saw no reason why 
more term insurance should not be 
written. 

















General Agents Gathering 
In Chicago Hears Presiden; 


———- 


NEW ENGLAND MUTUAL MEN 
Chief Executive Smith Draws Enthug. 
asm by Report on Big Business 

Increase This Year 





The General Agents’ Association o 
the New England Mutual Life enjoyed 
a most unusual program of discussion 
ranging from the most vital company 
matters to the new field of general eco. 
nomic planning, at its meeting in (hj. 
cago this week. 

In the gathering were general agents 
and most of the high officials, including 
President G. W. Smith, Vice-presidents 
G. L. Hunt and Walter Tebbetts, Dr, 
H. M. Frost, medical director; G, §, 
Hastings, superintendent of agencies, 
Guest speakers were N. T. Seefurth, 
Dr. R. E. Heilman, dean of the school 
of commerce, Northwestern University, 

Two new general agents, V. W. Ken. 
ney of Boston and G. Correll of 
Brooklyn, were introduced shortly after 
H. A. Schmidt, association president, 
took the chair. 


President Smith Speaks 


In a stirring address President Smith 
before commenting on various phases of 
economic life under the subject, “To- 
day,” stated the three outstanding ob- 
jectives of the meeting were to secure 
more adequate understanding of basic 
strength of the life insurance institution, 
to visualize clearly the increased ap- 
plication of life insurance in the imme- 
diate future, and to solidify even further 
friendship and cooperation existing be- 
tween the general agency family and 
the home office, always a strong factor 
in development of the company. 

After commenting on progress Mr. 
Smith said, “More new policies for a 
larger volume of insurance have been 
paid for this year to date than in any 
other eight months in the company’s 
history—an increase of 33 percent over 
last year. July and August each ex- 
ceeded any other July or August in com- 
pany experience. Sixty-five out of the 
71 general agencies registered gains for 
the year.” 

Pleased With Results 


Mr. Smith expressed himself particu- 
larly pleased with the fact that there 
are this year fewer policies for large 
amounts, and a greater number in the 
middle and smaller classifications. “The 
increase in new business has been ac- 
companied by a decrease in_ termina 
tions,” he said, “and has resulted in an 
increase in insurance in force for. the 
year of over 22 millions. New premium- 
income for the year to date, -exclusive 
of annuities, is 50% higher than last 
year, an outstanding record for the 
company.” ‘ 

He analyzed various items of income 
and disbursement, assets and liabilities, 
and referred to the difficulty of obtain- 
ing new investments at satisfactory 
yields. He painted a vivid picture of the 
lessons learned from the banking and 
insurance. moratoria. : 

Vice-president Hunt, on the following 
day, surprised the gathering by at 
nouncing the inception of a lending I 
brary of life insurance books open to al 
representatives. : 

Mr. Hunt spoke of the scholarships 
that will be given to New England Mv 
tual agents who pass the C. L. U. ex 
aminations, and referred to cooperation 
of this and other companies which has 
made possible continued expansion 0 
the American College of Life Under 
writers, 

An innovation was separate group 

eetings held to discuss problems © 
arge city agencies, medium-sized aget 
cies and rural and smaller city agencies. 
Preliminary plans for celebration of the 
Charter Centenary April 1, 1935, were 
briefly outlined. 
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One-Two-O Club 
Meets in Chicago 


(CONTINUED FROM PAGE 3) 
The average policy runs around $1,700, 

id. 
Sr Claypool introduced new_One- 
Two-O Ciub members. Dr. H. W 
Dingman, vice-president and medical di- 
rector, spoke on “Cooperation in Under- 
writing.” 

Financial Angle Important 

He said that underwriting today has 
partaken of a financial angle to a greater 
extent than ever before in history. The 
underwriter must determine the mor- 
tality hazard, which he has always 
done, and must also be conservative as 
to the amount of money a company will 
accept from an individual and the con- 
ditions upon which it is returnable to 
him. 

He pointed out that returns on invest- 
ments are not large today, savings on 
expenses are limited, but the mortality 
saving has compensated to some extent 
because of favorable national health 
conditions. A company’s financial wel- 
fare depends upon these factors: invest- 
ment return and mortality and expense 
savings. 

Three trends are unmistakable in cur- 
rent underwriting. Few companies are 
willing to participate beyond what 20 
percent of annual income will buy on 
an ordinary life basis at the individual’s 
age. Underwriting opinion is fast be- 
coming crystallized that 140 systolic is 
top limit of standard and 95 diastolic is 
always substandard. It is generally 
agreed that excess weight means ex- 
cess mortality and if the individual,s 
weight deviation is more than 20 percent 
from the average for his height and age, 
he is going to die quicker, sooner, faster 
and oftener. 

Selling Probl Di a 


Mr. Phipps was chairman of the after- 

noon session, speaking on “Selling Life 
Insurance.” He said there are certain 
generally recognized problems, such as 
getting enough prospects, the right kind 
of prospects and the right approach to 
them. The “treasure chest” method of 
uncovering the prospect’s needs used by 
the company is the most practical and 
effective method of meeting the prob- 
lems, he said. 
_ What the agent says to the prospect 
is of vital importance. The salesman 
must not indulge in generalities in his 
talk to the prospect. 


Agents Hammer Small Policy 








Mr. Phipps said he knew a prominent 
executive who up to two years ago was 
pestered to death by life insurance men, 
but that the last two years not a single 
one called to see him. Although he 
Was not in position to take as big a pol- 
icy as he had formerly, he could take 
a larger policy than the $1,000, $2,000 or 
$5,000 policy which agents are ham- 
mering on. The agent must “expand his 
horizon.” He must stabilize himself and 
not spend too much time thinking about 
problems over which he has no control, 
such as political questions. 

The Advantages of Selling Guaran- 
tees” were discussed by E. L. Grant, 
Manager Chicago branch office. He 
Stated that the agent must convince the 
new buyer of insurance that his ulti- 
mate peace of mind in connection with 
Owning life insurance in purchase of a 
Suaranteed plan. 

Where and How I Find Prospects” 
was discussed by R. B. Smith, Grand 
Rapids, Mich., R. M. Vetter, Madison, 
Wis, and M. H. Kaliff, San Antonio, 
Tex. Harry J. Prada, Kansas City, M. 
L, Killian, Canton, O., and P. H. Huff- 
stetler, Springfield, Ill, told “How I 
Sell y Prospects.” 

President Behrens was toastmaster at 
the banquet in the evening. Ernest 
Palmer, Illinois director of insurance, 
spoke. 

_L. L. Johnson, vice-president, pre- 
sides at the Friday session. His sub- 
Ject is “Planning for Success.” Fred H. 








Schroeder, Portland, Ore., speaks on 
“Time Control” and A. D. Anderson, as- 
sistant superintendent of agents, acci- 
dent and health department Continental 
Casualty, talks on “More Life Sales 
through Accident & Health.” 

Group life insurance is to be discussed 
by B. C. Markle, secretary group de- 
partment Continental Assurance. Other 
talks are “How I Conserve Business,” 
John B. Siewers and “The Best Answer 
to the Average Man’s Needs,” Cord C. 
Lipe, Rockford, Ill. The closing speech 
is to be made by Mr. Claypool. 

After the luncheon, the President’s 
Club will leave on a trip to Bermuda. 


Miss Kropp Club President 


Executive Vice-president Claypool an- 
nounced that Miss Della Kropp of Chi- 
cago had achieved presidency of the 
President’s Club for 1934-1935. The 
Continental is Miss Kropp’s first and 
only company affiliation and her record 
is outstanding because she has qualified 
for the club for four consecutive years. 
She entered life insurance in 1929 after 
preliminary business experience in 
banks in the Chicago area. 

Luther Moor of Dayton, O., was elec- 
ted president of the General Agents & 
Managers Association; E. G. Adams, 
Washington, D. C., vice-president, and 
William Hargarten, Milwaukee, secre- 
tary-treasurer. Directors are E. L. 
Grant, Chicago branch manager; M. L. 
Killian, Canton, O., general agent; Nel- 
son Kincaid, Owosso, Mich., and A. M. 
Reager, Louisville, president last year. 


Federal Union Stockholders 
Meeting Again Recessed 





A special meeting of the stockholders 
of the Federal Union Life of Cincinnati 
was held Monday to vote on the pro- 
posed reduction of the capital stock of 
the company from $250,000 to $100,000. 
The necessary number of stockholders 
was not present and the meeting was 
recessed to Oct. 1. In the meantime a 
stockholders’ committee has been ap- 
pointed to discuss with the officers of 
the company certain questions of valu- 
ations of the company’s holdings about 
which the facts were not available at the 
meeting. It is understood that three 
companies are considering the possibility 
of taking over the company, but before 
they will do so it is necessary to reduce 
the capital of the Federal Union. 


Goes Over to Oct. 1 


It is understood the department set 
Sept. 19 as the final date for definite 
action as to future course to be taken. 
Since sufficient facts and figures were 
not available to satisfy some stockhold- 
ers, the meeting was recessed until 
Oct. 1. 

In the meantime a stockholders com- 
mittee has been appointed to discuss 
with the officers certain questions of 
valuations of the holdings about which 
facts were not available at the meeting. 

One of the matters that came up was 
value of the home office building, which 
is carried on the books at $430,000. The 
valuation placed by the department in 
examination was slightly over $200,000 
and that on the tax duplicate was about 
$68,000. A committee was appointed on 
behalf of stockholders to secure definite 
figures from the management as to the 
building and other assets in question. 


Expenses Greatly Reduced 


President Williams stated that the 
company has reduced expenses $72,000 
and further reductions would be made. 
The home office staff has been reduced 
to 15 clerks. All death claims due to 
date have been paid, he said. Cash 
loans and surrenders have been taken 
care of up to six months ago. President 
Williams reported suits have been filed 
against the estates of the late President 
Peters and former Vice-president O. K. 
Jones in Fayette county, O., to recover 
on mortgages the company purchased, 
and stated that other similar suits may 
be filed in other cases. The depart- 
ment gave instructions that all acts of 
the former management be investigated. 








The Easiest Way to 
Reach a Man 


Approach a man through his children and you 
rivet his attention at once. Remind him of the in- 
numerable recreation hazards his “young people” 
incur and he will agree that he needs protection 
against possible financial loss from this source. 


One of our most interesting circulars features 
the ideal contract for this purpose. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 











AMERICAN 
CENTRAL 
LIFE 


INSURANCE 
COMPANY 


ESTABLISHED i899 


INDIANAPOLIS, INDIANA 








@ An exclusive type of high-renewal, life-income 
building agency contracts and exceptional oppor- 
tunities for both producers and organizers are 
available today in Illinois, Indiana, Michigan, 
Ohio, Missouri, Kansas, Oklahoma and Texas. 
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Effect of Destructive Criticism 


ARTHUR CoBuRN, vice-president of the 
SOUTHWESTERN LIFE of Dallas, in a recent 
talk touched on a point that men carry- 
ing the rate book need to consider very 
carefully. Business these days is not 
easy to get. Every man in putting forth 
his utmost effort finds it rather hard 
sledding. However, those who are work- 
ing assiduously and intelligently are get- 
ting business. In times like these we 
are prone to resort to unusual methods 
and strain a point in order to gain favor. 

Mr. Cosurn referred to the attacks by 
competitors of mutual companies on the 
latter’s reduction of policyholders’ divi- 
dends and on the other hand, by agents 
of mutual companies on stock com- 
panies because they have reduced or 
passed dividends to stockholders and 
perhaps have seen fit to increase their 
rates. Then there are the agents of the 
big eastern companies that are using 
arguments against the smaller companies 
and on the other side the agents of 
the smaller companies are attacking the 
bigger companies. Furthermore, com- 
panies that have been known as farm 


Unlicensed Companies Condemned 


Cot. H. P. DuNHAM, insurance commis- 
sioner of Connecticut, in a paper prepared 
for the annual meeting of the AssocIATION 
oF CANADIAN INSURANCE SUPERINTEND- 
ENTS, Called attention to the growing 
activities of companies and insurance out- 
fits of various kinds roaming over the 
country without being licensed. This is 
particularly true with mutual benefit life 
associations and other similar concerns 
that do business by mail. Under the 
ruling of the United States Supreme Court 
a company can solicit business by mail in 
another state than that in which it is 
located and need not have a license. How- 
ever, if it has an agent or any representa- 
tive in any state, then it is amenable to 
the laws. For instance, Colonel DUNHAM 
said that there are about 110 insurance 
concerns that are soliciting business in 
Connecticut by mail that are not ad- 
mitted to do business there. 

The Dominior of Canada fortunately can 


mortgage institutions are being criticised 
because they have such a large percent- 
age of their investments in farm mort- 
gages. The agents of farm mortgage 
companies will attack other companies 
that have a high percentage of railroad 
bonds. And so it goes. 

This competition of course is not con- 
structive in any way. The people at 
large ‘begin to question whether life in- 
surance is sound and just what com- 
panies are reliable. 

The institution of life insurance occu- 
pies a very formidable position at this 
time because it enjoys public confidence. 
Regardless of the failure of some legal 
reserve companies, the discriminating 
public realizes that the well managed 


companies are emerging creditably. If, 
however, in competition destructive 
methods are used, this confidence in 


legal reserve life insurance that is now 
enjoyed will be undermined. We believe 
with Mr. Cosurn that there are plenty 
of arguments to use in selling life insur- 
ance without making attacks on other 
companies. 


reach outfits of this nature through its 
postal laws. Many of these concerns use 
the radio, most of them use magazine ad- 
vertising or employ the circular mail route 
getting lists of prospective policyholders. 
The CxHicaco BetrerR BUSINESS BUREAU 
has been publishing advertisements in the 
daily papers calling attention to the danger 
of dealing with these unlicensed companies 
and stating that policyholders make a mis- 
take in taking insurance with a company 
that is not regularly admitted to the state. 
It presents some experiences showing 
where policyholders have been greatly 
embarrassed by dealing with unlicensed 
outfits. 


OnE speaker pointed out recently that 
the two big hazards confronting a man 
so far as he personally is concerned are 
living too long or dying too soon. For- 
tunately he can overcome these by the 


ee 


PERSONAL SIDE OF BUSINESS 





J. B. Reynolds, president of the Kan- 
sas City Life, is visiting the Pacific 
Coast. 

Jens Smith, junior vice-president of 
the Pacific Mutual Life, left Los An- 
geles last week on a business trip to 
St. Louis, Chicago and Milwaukee, 
where he will attend the annual conven- 
tion of the National Association of Life 
Underwriters. 

N. J. DeNezzo, agency assistant in 
the life department of the Aetna Life at 
its head office, well known as “Nick” 
started with the company as a mail 
clerk when he was 18 years old. Ht 
became head of the mail department and 
then started up through the renewal di- 
vision, finally getting into the conserva- 
tion work where he made a real record. 
He was given charge of that division. 
His work was so systematic and out- 
standing that he was shifted over to the 
agency department when K. A. Luther 
was vice-president. There he has re- 
mained and his activities are well rec- 
ognized. He still keeps a hand on the 
conservation department but his chief 
duties now are installing new general 
agents and getting their machinery in 
running order. Warm-hearted, he is re- 
garded as one of the greatest contact 
men of the Aetna Life organization. His 
memory faculties are highly developed. 


George E. Hoffman, editor of Chi- 
cago’s new literary monthly newspaper, 
“The Midwest,” is a son of George 
Hoffman, Chicago general agent of the 
Guardian Life. The first issue of the 
new paper was recently published and 
has been favorably reviewed by several 
competent literary critics. 

The younger Mr. Hoffman taught 
English at Duke University for three 
years and the University of Alabama 
for five. 

Dr. I. Kenneth Gardner of Pittsburgh 
has been added to the home office med- 
ical staff of the Reliance Life of Pitts- 
burgh. He is a cardiologist, diagnost- 
ician and laboratory man and will advise 
the medical department in these phases 
of life insurance medical practice. Before 
taking up his new duties, Dr. Gardner 
had been a medical examiner for the 
Reliance Life since Dec. 28, 1923. 

Alex B. Cunningham, treasurer of the 
Montana Life, son of the late Harry R. 
Cunningham, who was president of the 
Montana Life, and Miss Jane Adami, 
daughter of Mr. and Mrs. A. E. Adami 
of Butte, were married in St. John’s 
Episcopal church in Butte this week. 
After a wedding trip to New York Mr. 
and Mrs. Cunningham will attend the 
American Life Convention meeting in 
Chicago. 

President Charles F. Williams of the 
Western and Southern Life is being sued 
in the New York supreme court for 
$18,000 by the Newhouse Galleries, New 
York, because he returned an_ alleged 
original picture by Van Dyck, “Francis 
Villiers,” about the authenticity of which 
there is some doubt. President Williams 
hopes to lose the case, as he desires to 
buy the picture if it can be proven a 
true Van Dyck. 

Members of the C. J. Zimmerman 
agency of the Connecticut Mutual Life 
in Newark held a field day to honor 
their leader’s third anniversary as gen- 
eral agent: D. B. Maduro, attorney for 
the New York City Life Underwriters 
Association, was toastmaster at the din- 
ner, 

W. T. Grant, president Business Men’s 
Assurance, has been elected president of 
the recently organized Conservatory of 





use of life insurance. 





Music of Kansas City, formerly the Hor- 








——y 


ner Conservatory. Cliff C. Jones of p 
B. Jones & Sons is a vice-president anj 
member of the executive committee, 


The Lincoln National Life as usual qo. 
nated this year’s principal award at the 
close of the sixth all-Indiana air toy, 
Maj. Charles E. Cox, Jr., manager oj 
the Indianapolis municipal airport, was 
given the trophy this year. President |. 
F. Hall of the Lincoln National for years 
has been a rabid aviation enthusiast, 
Frank M. Moore, general agent of the 
company in central Indiana, made the 
presentation. 

Mrs. L. Doke, Penn Mutual agent at 
Ephraim, a rural Utah town of 2,000 
population, made her 20th trip to the 
company’s convention held this week at 
Swampscott, Mass. She began to sell 
life insurance 22 years ago after serving 
as a telephone operator. The high point 
in her career was in 1926 when she wrote 
more than 200 applications, totalling 
$300,000. 

She and her husband operate farms, 
ranches and several herds of sheep, but 
she writes life insurance for the love of 
the business. 


The San Antonio agency and office 
force of the Jefferson Standard Life 
honored Manager O. P. Schnabel with 
a shower of 53 applications and a party, 
H. T. Childre, superintendent of agen- 
cies west of the Mississippi, and Mrs. 
Childre were present. 


George L. McDonald, 73, Louisville 
manager of the Phoenix Mutual Life 
for 30 years, died of complications aris- 
ing from a hip broken in a fall two 
months ago. A native of Orange, N. J, 
he entered the insurance business in 
the east. 

G. C. Varner, 54, assistant superin- 
tendent of the Prudential at Davenport, 
Ia., died at his home there following a 
three-day illness. Death was caused by 
a heart attack. For 20 years Mr. Var- 
ner was with the Prudential in Moline, 
Rock Island, Kansas City, Kan., and for 
the last six years in Davenport. 


Z. C. Swain, 58, former chief deputy 
insurance commissioner of Indiana, died 
at his home at Middletown, Ind. He 
was appointed chief deputy in the m- 
surance department in 1927 and served 
for several years. 


Among those lost in the “Morro 
Castle” disaster was Miss Frances Mul- 
ler, who was employed in the inspection 
department of the Equitable Life of 
New York. That company finds that 
at least five of its policyholders were 
lost. 


— 


Veteran of 75 President 
of Old Line Life’s Club 











The Old Line Life of America, Mil 
waukee, has announced the winners 0 
emblems in the Star Leaders’ Club. 
President John E. Reilly personally pre 
sented the emblem to George J. Hanson. 
75, who by virtue of the largest paid 
volume becomes president of the club. 
That writing life insurance is one Pro 
fession in which age is no handicap was 
amply demonstrated by Mr. Hanson, 
President Reilly pointed out in making 
the presentation. ‘ 

Growing old im life insurance work 
merely means a larger clientele, Mr. 
Hansen said, pointing out that he wt 
written the children and the grandchil 
dren of his policyholders. He wrote 
90 percent of his business in the 
year on the lives of old policyholders.- 
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NEWS OF THE COMPANIES 





Trinity Reinsures Harvester 


Formal Merger of Two Texas Compa- 
nies Effected—Official Lineup Under 
New Leal Announced 





Reinsurance of the Harvester Life of 
Dallas by the Trinity Life of Fort 
Worth, Tex., has been effected, al- 
though the corporate entity of the Har- 
ester is being continued for the time 
being, according to A. Morgan Duke, 
president of the Trinity. Control was 
required by the Trinity interests some 
reeks ago. 

e a pao of this deal the Trinity 
now has approximately $17,000,000 in- 
kurance in force, of which about $8,000,- 
10 came from the Harvester. The mer- 
wer of the assets will not be completed 
itil an audit and valuation is com- 
nleted. The business of the Harvester 
as been moved to Fort Worth and the 
reinsurance has been finally approved 
by the Texas department. 

"E. A. Herzog, secretary of the Har- 
ester, has been named vice-president of 
the Trinity, and T. O. Briggs, formerly 
Lssistant secretary, has been placed 
n charge of the renewal department of 
he Trinity. A considerable part of the 
ofice force of the Harvester has been 
bbsorbed by the Trinity. Mr. Duke an- 
ounced that all the 110 producing 
ngents of the Harvester have joined the 
rinity’s staff. B. A. Donnally, secre- 
ary of the Trinity, and Mr. Herzog will 
ave complete supervision of the field 
work and sales organization. 





Behrens Reviews Condition 
of Continental Assurance 





President H, A. Behrens in his talk 
efore the One-Two-O Club meeting of 
he Continental Assurance, cited some 
of the facts about the company’s growth 
pnd its current condition. He pointed 
out that during the depression its in- 
urance in force increased from $129,- 
000,000 in December, 1929, to $170,000,- 
000 in June of this year, an increase of 
more than 30 percent. 

During the same period its assets in- 
teased from $13,500,000 to $19,000,000, 
an increase of over 40 percent. Despite 
extra reserves required by the increased 
New business and after uninterrupted 
payment of dividends to stockholders, 
the capital, surplus and contingency re- 
serve for the period made a slight in- 
crease, 

Mr. Behrens, to show the current 
condition of the company, quoted from 
the official report of the regular tri- 
ennial examination of the company 
which was completed last June 30. This 
Tfeport was most complimentary, among 
other things reporting that as of June 
30 this year the actual market value of 
the company’s amortized bonds was 
$39,545 more than their amortized value, 
at which they were carried in the state- 
ment. The amount of ready marketable 
securities amounts to about 90 percent 
of withdrawable reserves. 





Two Chicago Assessment 
Concerns Make a Deal 


The Sterling Life & Casualty of Chi- 
(ago has been reinsured by the Pilgrim 
National Life of the same city. Both 

these are assessment companies, the 
Sterling Life & Casualty having been 
launched early in 1933 and the Pilgrim 
National Life in November of last year. 
The Sterling Life & Casualty has in- 
surance in force of about $600,000, none 
of its policies exceeding $500 in amount. 
he Pilgrim National Life has about 
$500,000 in force. 

The Sterling Life & Casualty was af- 














liated with the Sterling Casualty of 


Chicago, the penny-a-day assessment 
concern. President L. A. Breskin of 
the Sterling Casualty will now devote 
his entire attention to the accident busi- 
ness. 

J. W. Weldon is president of the Pil- 
grim National Life. He was formerly 
treasurer of the Old Colony Life. W. D 
Hunnell, secretary, and A. F. Seelig, 
vice-president, were formerly both con- 
nected with the Chicago National Life. 


Largest Single Day’s Record 
In Montana Life History 





HELENA, MONT., Sept. 20.—Appli- 
cations numbering 109 for a total of 
$253,680 insurance was the greeting to 
the company on the part of Montana 
Life. agents on the opening day of its 
silver anniversary year as far as the rec- 
ords of the home office disclose. This 
is the biggest single day’s volume since 
the Montana Life began business Sept. 
10, 1910, and was produced by the largest 
number of agents represented in a sin- 
gle day’s work. Montana, California, 
and Oregon were the leading producers 
with Montana writing more than a third 
of the total. 


Federal Life Drive Success 


The Federal Life reports that produc- 
tion of its field force on Sept. 6, when 
special efforts were exerted in honor of 
the birthday of President I. M. Hamil- 
ton, was among the largest of any day 
this year. Two hundred pledges were 
received from agents to put in 12 full 
hours of work that day. Submitted busi- 
ness during the first week of this month 
was 20 percent above that of the same 
period of last year. 

This is the 34th year of Mr. Hamil- 
ton’s association with the company, of 
which he was one of the founders and 
of which he was the first president. 

In August the production of the Fed- 
eral Life was in honor of L. D. Cava- 
naugh, executive vice-president. In that 
month he completed 20 years of serv- 
ice with the company. That month 148 
agents combined to produce a volume 
of 25 percent in excess of that produced 
in August, 1933. Much of the business 
was on the Federal Life’s new income 
continuance plan. 


State Mutual Mortality Improved 


A marked improvement has _ been 
shown during the summer months in the 
mortality statistics of the State Mutual 
Life of Worcester. Actual to expected 
decreased to 47.92 percent in 1934 from 
59.46 percent in 1933. A decrease in 
mortality has also been shown for the 
first eight months of 1934. If the pres- 
ent trend continues the company will 
finish the current year with a still more 
favorable balance. 





Reports Progress at Anniversary 


BIRMINGHAM, ALA.., Sept. 20.— 
New business of the Liberty National 
Life for this year through August in- 
creased 39 percent, President F. P. Sam- 
ford stated in a talk to home office em- 
ployes at a banquet marking the com- 
pany’s 34th anniversary. Assets during 
the eight months increased more than 
for the whole of 1933. The company’s 
assets and surplus, amount of insurance 
in force and number of policyholders 
are greater than ever before in the his- 
tory of the company. 


South Carolina Merger 


The Coastal Life of Bamberg, S. C., 
which was placed in receivership Aug. 
20 and was later taken over by the Pal- 
metto State Life of Columbia. S. C., 
was organized ten years ago. The Pal- 
metto State Life was also organized in 
1924 on the weekly industrial plan to 
take over the accident and health busi- 
ness of the Carolina Life. A. B. Lang- 





The Ship That 
Weathered The Storm 
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Many ships floundered and went down in the stormy seas of depression . . 


many crashed on the sharp rocks of disaster . 


. . but the sturdy craft that with- 


stood the storm was the good ship "Life Insurance.” She sailed proudly into 
the Port of Public Confidence safely carrying her cargo of financial security 
for millions of families. 


You, the representative of Life Insurance, can feel a just pride in the stability 


of this great American Institution. 
modern civilization . . 


It has been one of the developers of this 
. It has made life and property more secure... an 


today it sails on to greater possibilities than ever before. 


THE MIDLAND MUTUAL LIFE 


INSURANCE CO. 


Columbus, Ohio 
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Hard Winter Ahead 


Goose bone prophets freely predict another hard 
winter ahead. But life insurance men who are 
properly equipped for easier selling need not 
worry over cold weather. Increased production 
will keep their home fires burning brightly. 


Fidelity Offers... 


In addition to effective visual appeals which cap- 
ture attention, arouse interest and launch the 
agent into his selling theme in the first few min- 
utes of the interview, Fidelity workers are backed 
by a complete. kit of modern policies, including 
Low Rate Life, Family Income and its famous 
“Income for Life” plan. 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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ley is vice-president ‘and agency man- 
ager of the Carolina Life and chairman 
of the Palmetto State, of which J. M. 
Walker is president and general man- 
ager. The Palmetto State on Jan. 1 had 
industrial business in force of $5,365,629. 


Sun Life of Canada Figures 


The Sun Life of Montreal as of July 
1 shows assets $643,180,291, capital $3,- 
334,286 including $1,334,286 balance ‘of 
shareholders’: accounts; surplus and spe- 
cial funds $11,382,034, new premiums 
$14,580,718, renewals $47,007,171, total 
income $79,365,673, total disbursements 
$60,206,520, claims and endowments paid 
$15,109,917, new business $159,747,277, 
amount in force $2,734,697,002. 


Starts Conservation Contest 


The Protective Life of Birmingham 
has inaugurated its annual conservation 
contest and drive for reinstatements. J. 
C. Delony, director policyholders’ serv- 
ice, is in charge. For several months it 
has found a decrease in the number of 
policy loans and an increase in repay- 
ments of both loan and lien notes. 


Bucknell Assistant Actuary 


Earl F. Bucknell, who has been with 
the Bankers Life of Iowa for three 
years, has been named assistant actuary. 
He formerly was with the New World 
Life. He was graduated from the Uni- 
versity of Michigan in 1926 after major- 
ing in mathematics and actuarial science. 
He is a fellow of the Actuarial Society 
of America. 





Thompson Assistant Treasurer 


S. M. Thompson has been appointed 
assistant treasurer of the Manufacturers 
Life of Toronto. He joined the actu- 
arial department of the company in 
1923, and in 1929 became a fellow of the 
Actuarial Society of America. 


Mutual Trust Service Month 


The annual _ policyholders’ service 
month is being conducted in September 
by the Mutual Trust Life of Chicago. 
Agents were supplied service cards which 
were designed to provide them lists of 
referred prospects to canvass, and are 
engaged in contests in the month with 
awards offered to leaders in different 
divisions. 


Life Company Notes 


ae Great Southern Life, 
ex., 
accident and health in California. B. C. 
Brandenburg, Russ building, San Fran- 
cisco, has been named California gen- 
eral agent. 

Directors of the Travelers at their 
regular monthly meeting voted a divi- 
dend of $4 per share payable Oct. 1 to 
stockholders of record Sept. 17. This is 
the third $4 dividend voted this year. 


Omaha C. of C. Selections 


O. G. Wilson, Omaha manager Bank- 
ers Life of Iowa, has been appointed 
chairman of the insurance division of the 
Omaha chamber of commerce, with H 
W. Ahmanson, secretary National Amer- 
ican Fire, as vice-chairman. 


Houston, 
has been licensed to write life, 





Buffalo Meat Is Prize 
Offered by A. C. Raines 











“All the buffalo meat you can eat” 
is promised by the Dallas division of 
the Great Southern Life to those who 
submit $25,000 of business in July, 
August and September. A buffalo bar- 
becue will be held at the Holloway 
ranch northeast of Waco, Tex., about 
the middle of October, the exact date 
to be announced later. A buffalo head 
will be mounted and presented to the 
agent who writes the largest number of 
applications for the three months, while 
the hide will be made into a rug and 
presented to the man who writes the 
largest volume during the contest pe- 
riod. A. C. Raines, agency director, an- 
nounces that the buffaloes are in the 
pen, being fed to make the meat tender 








LIFE AGENCY CHANGES 





Conrey Now General Agent 





Succeeds Buckner With Penn Mutual 
at Grand Rapids, Absorbing 
Saginaw Office. 





K, W. Conrey becomes general agent 
of the Penn Mutual at Grand Rapids 
Oct. 1. For eight years he has been a 














K. 


W. CONREY 


member of the A. E. Patterson agency 
in Chicago, two as a personal producer, 
and six as supervisor of Illinois territory 
excepting Cook county. Under him the 
territory attained production of $2,500,- 
000 to $3,000,000 a year. 

Mr. Conrey is a graduate of Augus- 
tana College, Rock Island, Ill. He was 
conference tennis champion in both sin- 
gles and doubles, winning 14 letters— 
football, baseball, tennis, track, basket- 
ball. From 1923 to 1928 he was amateur 
champion of Illinois. 

Relieved of the _ responsibility of 
management, S. G. Buckner, Mr. Con- 
rey’s predecessor, will devote himself to 
personal soliciting. The general agency 
at Saginaw will be merged with that 
at Grand Rapids, the present general 
agents, J. S. & J. E. Johnson, continuing 
to contribute through personal produc- 
tion. 


—-—_- 


Leen Named General Agent 
for Maine by the Berkshire 


F. C. Leen has been appointed Maine 
general agent with Portland head- 
quarters by the Berkshire Life, to suc- 
ceed the late D. J. Roach, who had 
served in that capacity for 20 years. 

Mr. Leen was born in Bangor, Me., on 
Feb. 2, 1901, spending his early life 
there. He graduated from St. John’s 
College of Danvers, Mass., after which 
he became connected with Beal & 
Hardison, Bangor, Me., as a traveling 
salesman from 1920 through 1922. 


Formerly With Metropolitan 


In 1923 he joined the Metropolitan 
Life as special agent and late in 1933 
was appointed assistant manager and 
supervisor of general production work 
in the Bangor and Portland offices. 

In June, 1933, Mr. Leen became a 
full time agent for the Berkshire Life 
and has made a fine record, qualifying 
for Senior Rhodes Club membership 
in his first year. 

During financial independence week 
in 1934 he made an outstanding record 
in Portland, producing the largest vol- 
ume of business and receiving first cash 





‘| and manager of agencies, has been ap- 


Expansion Program Planned 





California-Western States Names Collins 
and Russell Agency Superintendents 
with Two States Each 


As the first steps in a program of ex- 
pansion and strengthening of its field 
organization, the California - Western 
States Life has named two new regional 
superintendents of agencies and an 
agency manager. 

J. L. Collins, who has been superin- 
tendent of agencies at the home office 
since 1928, has been appointed superin- 
tendent of agency operations for Okla- 
homa and Texas with offices in Dallas. 

IF. E. Russell, for several years man- 
ager of the Oakland agency, is ap- 
pointed superintendent of agencies for 
Washington and Oregon and will be lo- 
cated at Portland. 


Hawley Oakland Manager 
J. V. Hawley, former vice-president 





pointed agency manager at Oakland, 
Cal. This agency includes all of Ala- 
meda and Contra Costa counties. 

The appointments of Messrs. Collins 
and Russell indicate a program on the 
part of the company for substantial in- 
crease in the field organizations in the 
respective territories. At present the 
company has a general agency in Okla- 
homa City, branch offices in Amarillo, 
Dallas and Houston, and agencies in San 
Antonio, Brownsville, Austin and Ft. 
Worth, Tex. 

In the northwest territory, the com- 
pany has ‘branch and agency offices in 
Portland and Seattle, an agency in Spo- 
kane, and creditable representations in 
Eugene, Klamath Falls, Marshfield, Ore., 
and Tacoma, Wash. Mr. Russell will 
assume supervision of all these north- 
west units. 





Great Southern Changes 


The Great Southern Life has ad- 
vanced B. T. Cantrell from supervisor 
of the Houston division to head of the 
Austin, Tex., district. Mr. Cantrell has 
been with the company for two years 
and was formerly in the coffee business. 

E. P. Horne, who has been with the 
Great Southern home office agency for 
11 years, has been appointed temporary 
manager at San Antonio. succeeding W. 
H. Childers, transferred to Houston as 
agency director of the home office 
agency. 


Texas Life Expands 


The Texas Life has opened a district 
office at 408 City National Bank build- 
ing, Wichita Falls. Tex.. with H. C. 
Pierce as manager in charge of the cen- 
tral northern territory. An office has 
also been opened at 324 Swann build- 
ing, Tyler, Tex., in charge of C. D. 
McClain, east Texas supervisor. 





Bargeron Succeeds Ryan 


L. M. Bargeron, general agent Penn 
Mutual at Savannah, Ga., has been trans- 
ferred to Birmingham, Ala., succeeding 
Seth W. Ryan, who is now general 
agent in Detroit. 


Three New Chicago Agencies 


Three new offices have been opened in 
Chicago by the Western & Southern 
Life, located at 3959 Ogden avenue, 7341 
Cottage Grove avenue and 2345 Devon 
avenue. The new managers in charge 
are C. L. Clevenger, H. P. Geyer and 
Paul Godra. 








Dr. W. L. Davis 


Dr. W. L. Davis, head of the depart- 
ment of economics and sociology of 





prize for the largest number of applica- 





and juicy. 


tions secured during the week. 


Akron University, has taken on the rep- 








York in Akron, O. He will operate 
under the A. H. Bennell agency of Cley, 
land. 












T. L. Bond’s Connection 


A recent article erroneously identifiq 
T. L. Bond of Birmingham, Ala., as }y. 
ing connected with the Atlantic Lij 
Mr. Bond is no longer connected wit 
that company but is a representative ¢ 
the Jefferson Standard Life. 
















George Fisher, Fred Booth 


George Fisher, field assistant of the 
Kellogg Van Winkle agency of th 
Equitable of New York in Los Angele 
and Fred Booth have been promoted ty 
assistant managers of the agency. Both 
have made fine records in production, 

















Glen H. Alexander 


The Commonwealth Life of Lois. 
ville has appointed Glen H. Alexander 
general agent at Lima, with supervision 
of northwestern Ohio including Toledo, 
He is one of the outstanding life insu. 
ance men in Lima and has been a sur. 
cessful producer for many years, 


















Ohio State Appoints Two 


The Ohio State Life has appointed 
two new general agents: Biddle & Wal- 
ters, New Bern, N. C., and J. B. Oak: 
ley & Son, Greenville, N. C. 















Gregory Colorado Manager 


E. F. Gregory has been appointed 
Colorado agency manager of the Colo- 
rado Life and State Reserve Mutual. 
The appointment will free more of the 
time of General Manager Rex Bixby to 
cooperate in the development of other 
states. 

















Life Agency Notes 


















G. W. Robb, agency organizer for the 
New York Life in Davenport, Ia., for 
more than five years, has resigned. 


L. L. French has been appointed man- 
ager of the brokerage department of the 
St. Louis office of the New England Mu- 
tual Life. 

The Acacia Mutual Life has appointed 
two new assistant managers—W. W. Al- 
vey, Birmingham, Ala. and Whitner 
Milner at Cleveland. 

The McCauley Insurance Agency, Cat- 
ton, O., has been organized by B. C. and 
H. J. McCauley and will represent the 
Ohio State Life, with offices in the First [i Ove 
National Bank building. 

F. E. Disch, who formerly was special d 
agent in northern New Jersey for the 











agen 


Consolidated Indemnity, has joined the Or 
Gibbs agency of the Penn Mutual Life Pe 
in Newark. He was formerly group di- OnV 
rector of the J. Elliott Hall agency of Kert 
the Penn Mutual Life in New York City. wele 
A. H. Haugen, who at one time con- leadi 
ducted a general insurance agency at the 
Faribault, Minn., has been appointed dis- Tuls 
trict manager of the Great West Life tual 
for southeastern Minnesota. He went onl 
with the Great West Life in September, wa 
1928, as an agent. He will now give all Who 
his time to organization and develop- writ 
ment work. : spok 
Gsibcalinines pres 
Service Bureau Sets Record - 
L. N._ Parker, president Americal @ | 
Service Bureau, St. Louis, announces tion 
that the bureau set a new record in M 
August handling more business than in wa 
any August in the bureau’s history. This tion 
August was approximately 26 perce’ was 
ahead of August, 1933, and 2 percem. @ 
greater than August, 1929, when life i- 
surance production was at the peak. \ 
Smart Agency Leads 1 
The Fred Smart agency of the re olis 
table Life of Iowa in Detroit led the schi 


in volume increase and has E. 










resentation of the Mutual Life of New 


company oo 
been second in volume for new ae mee 
since July 1. The state meeting, ‘ Kis 
Michigan agents will be held at fe pan 
Lake, Sept. 22. E, E. Cooper, Ss talk 
supervisor, will represent the 4° whi 
office. \ 
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Wer Ten Billion in Force 











Ley as be. 

a = ice-President Lincoln of Metropolitan 

tative d Tells of Improvement at Agents 
Congress in New York 

th The Metropolitan has passed the mark 


of $10,000,000,000 ordinary insurance in 


t of t : 
7 force, exclusive of group, for the first 


of the 


Angeles time by any life company. L. A. Lin- 
noted tgmcoln, vice-president and general counsel, 
-y, Bothiqmrold of the achievement at a sales con- 
duction, gress Of 2,850 Metropolitan agents, as- 
‘BB istant managers and managers in ses- 

sion in New York City. The business 

has shown a steady increase from year 

Louis. to year throughout the depression period, 

exander fhe said. He reported that at the end 
ervision (Mot July, total business in force—ordinary, 
Toledo, group and industrial combined—was only 













3/10 of 1 percent below the all-time 
peak which was attained in 1932. 

A further indication of the trend of 
Metropolitan business in the first eight 
months this year, he said, was reduction 


e insur. 
1 a Suc: 
: 








D 
- in policy loans and industrial cash sur- 
pointed MP enders. Amount of new and net in- 
eC creased policy loans in the period was 
» Vak: BE smaller than for any similar period since 
1930. The number of industrial cash 
surrenders for the eight months was 
; smaller than for any similar period since 
pointed I 1%! 
» Colo Meeting of Star Salesmen 
Mutual, F 
ok te In the absence .of .President F. H. 
xby to Ecker, who is attending similar meetings 
* other Et Canada and on the Pacific Coast, Mr. 
Lincoln was the principal speaker at the 
New York meeting, which was attended 
by members of the “Star-Salesman Club” 
in New England, New York State and 
Pennsylvania. The congress represented 
40 percent of the total agency force in 
yo geet ae 
ther speakers the first day were J. 
~ D. Craig, actuary; W. C. Fletcher, _ 
a retary, and Samuel Milligan, third vice- 
man: @ resident. Sound pictures illustrating 
of the @ letropolitan sales methods were shown 
d Mu- [& by Lincoln Heck and P. D. Kay, of the 
division of field education and sales pro- 
ointed je 20tion, 
V. Al- There were separate territorial sessions 
hitner J under W. S. J. Shepherd, J. V. Gregory 
aud R. R. Lawrence, superintendents of 
Can- agencies, 
. and 
t the 
Firt J Over 100 Seaboard Life Men 
etl Attend Annual Convention 
r C) 
1 the 0 
Life ver 100 agents attended the annual 
pdi- @ vention of the Seaboard Life at 
oy of Kerrville, Tex. President Burke Baker 
City. @ welcomed the agents and Jack Moser, 
nye leading producer, respanded. Among 
fs _ Speakers were: R., A. Hittson, 
Life ulsa, general agent Massachusetts Mu- 
went tual Life, and J. L. Lawrence, assistant 
aber, seneral agent Lincoln National Life, 
e all who spoke on “Successful Life Under- 
elop- Writing.” Seaboard Life officials who 
spoke were Dr. M. L. Graves, vice- 


President and medical director; 


i Ghent Dr. 


Graves, associate medical direc- 





jcan J “On “Recreation,” and Davis Faulk- 
- te Secretary, on “Our Financial Posi- 
in I. 

n in Milton Underwood, agency director, 
[his Was in charge of the program. In addi- 
cent ton to the educational program, there 
cent. ™ 4S a liberal program of sports and 
in- §% ““tertainment, 

Waddell Agency Holds School 
qui: Pi United Mutual Life of Indianap- 
the ols has just completed a three-day sales 
es School for 21 new agents of the Charles 
nett - Waddell agency in Detroit. The 

of Kens were conducted by Paul W. 
ark istler, educational director of the com- 
eld pany, and consisted of lectures and sales 





rs supplemented by the use of films 
Ich created unusual enthusiasm. 












Mr, Waddell was manager of the Mis- 





souri State Life for 11 years in Detroit 
where he made an outstanding record. 


Suwannee Agents at Lakeland 


The agency force of the Suwannee 
Life of Jacksonville attended a banquet 
in Lakeland, Fla., honoring Alvin Bar- 
row, agency director. Attending were 
about 60 agents, as well as home office 
officials, including T. W. Benson, presi- 
dent; W. R. Reese, vice-president; J. C. 
Benedict, publicity manager; 4 








Fuller, manager underwriting depart- 
ment; W. T. Hudgins and H. B. Craven, 
directors. 

The agents made pledges for the pe- 
riod ending March 25, 1935, when the 
company will celebrate its second anni- 
versary. 


Berkshire Life Meeting 

The Berkshire Life’s Rhodes Club 
convention of leading producers is to 
be held at the home office in Pittsfield, 
Mass., October 1-3. More men and 
women (125) have qualified for the 
Rhodes Club this year than ever before 
since the club was started nine years 
ago. 











As SEEN FROM CHICAGO 





PLAN NEXT STEP IN TAX CASE 


Decision against the companies by the 
board of tax appeals in the case involv- 
ing efforts by the county assessor to 
collect a tax from foreign companies, 
based on a theoretical value of $3 per 
$1,000 insurance, makes it necessary for 
the companies to take their case to a 
higher tribunal, Counsel for the com- 
panies this week were attempting to 
formulate a united defense. They are 
of one mind in the decision to carry 
the case as far as is necessary to de- 
feat the tax theory, which it is esti- 
mated if victorious would be applied 
throughout the country at an extra ex- 
pense to companies of approximately 
$10,000,000 a year. Counsel for the com- 
panies are prepared if necessary to take 
the case to the United States Supreme 
Court. Even though they believe the 
tax theory riddled with fallacies, they are 
preparing the case with great care. The 
immediate demand is to begin the prep- 
aration of a record which will be suffi- 
ciently complete to carry as high as ne- 
cessary. So far the only hearing held 
has been before the tax appeal board 
amid great confusion of other cases 
being heard. Since this board is not a 
court of record it made its own entries 
only at the end of the hearing. 

The attorneys representing various in- 





terests probably will file petition for an 
injunction against the county collector to 
prevent him from collecting the tax. It 
is believed advantage will be gained by 
such action. while counsel are con- 
vinced it could be shown conclusively 
that the Chicago officials are attempting 
to assess the tax there illegally against 
a value in another _ jurisdiction, 
the domicile of the individual company 
home office, they want to develop every 
available argument against the tax and 
not estop themselves from an argument 
which might prove to be the deciding 
one. Scott, McLeish & Falk is another 
legal firm which has entered the fight, 
representing the Northwestern Mutual 
Life and three other companies. Hoyne, 
O’Connor & Rubinkam, representing the 
Life Presidents, and Eckert & Peterson, 
of Chicago, for the American Life Con- 
vention, are the other firms in the case. 
* £ 
RECEIVERSHIP CASE POSTPONED 
Hearing on the case of the Illinois 
insurance department against the Illinois 
Mutual Life was postponed till Friday 
of this week when it will come up before 
Judge F. P. McGoorty of the superior 
court at Chicago. The department is 
trying to stop the Illinois Mutual, an as- 
sessment company, from taking over the 
legal reserve business of the Chicago Na- 





tional Life, now reinsured by the Pa- 
cific States Life, and is also seeking re- 
ceivership for the Illinois Mutual. 
e &'s 
DARBY DAY ENTERTAINS 


Darby A. Day of Chicago, who op- 
erates the Lawyers Mutual Benefit and 
All-American Mutual Benefit Associa- 
tions, was host Saturday noon at a buf- 
fet luncheon to a party of about 60, com- 
posed largely of agents who were with 
him when he was general agent in Chi- 
cago for the Mutual Life of New York. 
The same group entertained him about 
three weeks ago at a birthday party and 
last Saturday’s luncheon was to even 
the score. Mr. Day is regarded affec- 
tionately by his old men, many of whom 
still address him as “Boss.” A consider- 
able portion of the business of his mu- 
tual benefit concerns is that which 1s 
directed his way by his former agents. 

* * x 
MUTUAL TRUST AGENCIES IN OUTING 

An outing of all the Chicago agencies 
of the Mutual Trust Life of that city was 
held at Cog Hill Golf & Country Club. 
L. R. Lunoe, superintendent of agents, 
was toastmaster and awarded prizes in 
the golf tournament. The agencies par- 
ticipating were the home office agency, 
Roseland, North Side and Insurance Ex- 
change offices, 


Horswell Now District Agent 

C. R. Horswell of Watertown, S. D., 
former South Dakota insurance commis- 
sioner, has been named district agent 
for the Northwestern Mutual Life in 
charge of several counties in northeast- 
ern South Dakota. 


Sales School in Washington 


R. G. Richards, agency secretary of 
the Atlantic Life, is in Washington con- 
ducting a sales school for the Atlantic 
Agency, Inc. It will continue for two 
weeks. Other members of the home 
office staff plan to make talks before 
the school. 





A. E. Cobb, head of the Cobb Agency 
In Flint, Mich., general agent of the 
Northwestern National Life and divi- 
sional manager of the National Casualty, 
has been elected president of the Flint 
Exchange Club. 









““Check These Points”’ 


= 


children 


participating and non-participating — non-medical 


under $3,000 


standard and sub-standard 

policies registered with State Insurance Department 

3 Year Term, participating, renewable, $10.97 at age 
30 








of Field Features. 





SAINT LOUIS 





Write Agency Dept. for your copy 
Desirable terri- 


tory available in Mo., Ark., Okla., 
Nebr., Utah, Wyo., Fla., Calif., and 
Texas.. 





children's insurance 
salary allotment 


double indemnity 
surgical benefit 


Central States Life Insurance Company 
GEORGE GRAHAM, President 


$10 a month disability 


| day to 65 years, age coverage; men, women, and 


optional retirement income 


$100 check, part of every policy, negotiable at death 
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NEWS OF LIFE 


ASSOCIATIONS 





Appoint Executive Secretary 





Cincinnati Association Names Hoising- 
ton on Full-time Basis, Holds 
Special Meeting 





The ‘Cincinnati association has ap- 
pointed P.*F. Hoisington executive sec- 
retary on a full time basis. He has taken 
his post in the new headquarters in 
2107-8 Carew Tower. From 1926 to 
1930 he was executive secretary Cincin- 
nati Chapter of the American Institute 
of Architects, and in the past few years 
has been running “Community Life,” a 
suburban Cincinnati newspaper. He has 
had experience in publicity and adver- 
tising. 

The new headquarters are being put 
in order, an outstanding feature being 
a complete set of bound copies of lead- 
ing insurance publications, presented by 
C. V. Anderson, president National As- 
sociation of Life Underwriters, one of 
the hard-working members of the local 
association. ‘ 

Add 12 New Members 


During the summer the membership 
committee under H Roth added 12 
new members, bringing the total to 222. 
The committee has set a quota of one 
new member a week. 

A special meeting was held, members 
unanimously voting to instruct their dele- 
gates to the Milwaukee convention of 
the National association to support T. 
M. Riehle for president. It was also 
voted not to instruct delegates as to 
other officers. Twenty members expect 
to go to Milwaukee. 

The Ohio National Life has invited 
members of the Cincinnati association to 
inspect its new home office building and 
attend a luncheon Sept. 21. 





Magruder Is Baltimore Chief 





Connecticut Mutual Man Elected Presi- 
dent—Want Trained Insurance 
Man as Commissioner 





BALTIMORE, Sept. 20.—At the an- 
nual meeting of the Baltimore Life Un- 
derwriters Association, Warren K. Ma- 
gruder, general agent Connecticut Mu- 
tual Life, was chosen president of the 
association, succeeding R. L. Law, Mu- 
tual Benefit Life, who became chairman 
of the board. Other officers elected were: 
B. C. Thurman, first vice-president; A. 
H. Krug, second vice-president; George 
S. Robertson, secretary-treasurer; R. 
Retzer, U. S. Dowell, J. W. Heisse, J. 
V. Hinton, J. W. Huey, Jr., and A. J. 
Starner, directors. 

All candidates for governor will be 
questioned by the association as to their 
stand on the appointment of a trained 
insurance man as insurance commis- 
sioner. The position has heretofore been 
considered a political plum. 

It was one of the three points in a 
program which the association will 
launch toward “reforming the present 
insurance business in the state.’ The 
group also urged the licensing of agents 
through educational examinations. 

xe ek 


Dr. Henry W. Cook Explains 


Increases in Rejected Risks 





At the Southwest Texas Life Under- 
writers Association’s September meeting 
the guest speaker was Dr. Henry 
Cook, vice-president and medical direc- 
tor of the Northwestern National Life. 
Some agents have the impression that 





FOR YOUNG MEN AND WOMEN-= 


The Adaptable 


issued by 


Endowment as 


THE LINCOLN 


NATIONAL LIFE INSURANCE 


COMPANY of 


Indiana. 





Fort Wayne, 


Flexible, this 


plan meets changing needs as 


they arise = now = tomorrow = and 


twenty years from mow. « « « + + 


the companies have been tightening up 
on the acceptances of risks, said Dr. 
Cook, but this has not been true of the 
larger companies. The increase in the 
percentage of rejections is due to the 
fact that there has been a period of de- 
crease in the number of lives written, a 
greater readiness on the part of impaired 
risks to apply for insurance in a period 
of depression, and the effects of the 
strain under which business men and 
others have been laboring during the 
last four years. 

H. G. Hewitt, Northwestern National 
Life Texas manager, gave a brief state- 
ment on improved selling conditions in 
the selling field. 

oe 


Huebner Oklahoma Speaker; 
New Officers Take Charge 


OKLAHOMA CITY, Sept. 19.—A 
broad education in general business sub- 
jects, as an essential factor in the equip- 
ment of a life underwriter of today, was 
emphasized by Dr. S. S. Huebner at 
the first fall meeting of Oklahoma life 
underwriters. He pointed to C. L. U. 
as the means to attain this equipment, 
detailing the steady growth of this 
movement. He said Oklahoma C. _L. 
U.’s have produced an average of $267,- 
000 new business for the last five years, 
with none writing less than $100,000 
annually, and others becoming million 
dollar producers since acquiring C. L. 
U. equipment. 

New officers were installed at the 
meeting: B. L. Bowers, Home Life of 
New York, president; R. T. Shipley, 
Penn Mutual vice-president; Tom Read, 
treasurer, and Pearle Easley, secretary. 
The new president announced these com- 
mittee chairmen who with the officers 
will comprise the new executive com- 
mittee: Leon Willits, education; Tom 
Thatch, attendance and greetings; A. B. 
Irwin, program. | 





* * 


Endorses Riehle, Patterson 


The Helena (Mont.) Life Underwrit- 
ers Association at its last meeting voted 
to endorse T. M. Riehle of New York 
for president of the National Associa- 
tion of Life Underwriters and A. E. Pat- 
terson of Chicago for vice-president. 
President Sam D. Boze was in charge. 

* x 


Northern New Jersey.—A new stand- 
ing committee to be known as the inter- 
agency speakers’ bureau has been cre- 
ated to relieve the officers of the asso- 
ciation in obtaining speakers for the 
luncheon meetings and the annual sales 
congress. 

ek € 

Omaha.—G. B. Van Arsdall, senior field 
instructor Equitable Life of New York, 
spoke at the first luncheon of the sea- 
son. Edwin Gould, secretary of the as- 
sociation, presided. Guests’ included 
about 25 out-state representatives of the 
company, who were meeting in Omaha. 

*x* * x 

Indianapolis.—Victor E. Beamer, Jack- 
sonville, Fla., a former resident of In- 
dianapolis, speaks Sept. 21 on “Fulfilling 
Life’s Obligations by Contract.” 

He was for some years district mana- 
ger in Indianapolis for the Equitable 
Life of New York. In 1929 he was trans- 
ferred to Florida as state manager, and 
has made a notable record, his agency 
leading the southern department of the 
company. He has charge of one of the 
group sessions in the managers’ meet- 
ing at the National association conven- 
tion in Milwaukee next week. 

* * * 
Philadelphia—The 1934-35 season started 
with an outing. Despite the inclement 
weather—it rained all day and evening— 
43 played golf during the day and some- 
thing like 100 were at the dinner in the 
evening. Earl Baruch, Girard Life, won 
the President’s Cup for the best golf 
score. 

* * * 

Dayton, O.—Walter McFall, North- 
western National, has been elected sec- 
retary to succeed Mary U. Nyswonger, 
who had held the position for a number 
of years and who recently resigned. 

* * * 

Lansing, Mich.Robert Olmsted of 
the Johnson & Clark agency of the Mu- 
tual Benefit Life in Detroit, addressed 









































ae 
to establish their own personal quo} puaral 
not only on an annual basis but for a urati 
month, week and day. Organization F nd 10 
time and effort, he pointed out, contyj,fmmpf thi 
utes very heavily to the success of y,[madica 


derwriters and, when combined with en 

thusiasm for the task in hand, alm 

invariably brings the desired results, 
* * x 

Licking County, 0.—The ASSOCiatigy 
has been reorganized with A. Nels 
Dodd, Equitable of New York, Newark 
as president. Other officers will be Chosen 
at an early date. 

*x* * * 

Lincoln, Neb.—J. E. Lawrence, edit, 
Lincoln “Star” and a member of ty 
state PWA board, summarized at ty 
September meeting the various economic 
factors that make possible encouraging 
predictions for the future. Preside, 
Frey was authorized to invite the sta 
association to hold its annual meeting 
in Lincoln, 


ew 


Presid 


DE 
Hans¢ 
supe f 
a dditi 


* * x 

Utah—At the first fall meeting in §)) 
Lake City W. F. Smith, assistant mam. 
ger Equitable Life, spoke on “Pergo. 
ality and Salesmanship.” John J. Holme 
Montana commissioner, was a_ special 
guest. W. A. Crowder, president of th 
association, was elected national execy. 
tive committeeman. 

* * x 

Saginaw, Mich.—At the first fall meet. 
ing Barney Duff spoke on “Life Insw. 
ance as Property.” 

* * * 

Peoria—E. E. Carson, agency manage 
Equitable Life of New York at Mj. 
waukee, spoke at the first fall meeting 
on “Am I in the Right Business.” 

The annual sales congress will 
held in conjunction with the fall meet. 
ing of the Illinois association Nov, §, 
The committee is headed by R. O. Becker, 
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Auasiity Rates Are Discussed 
Kellogg Van Winkle, in Los Angels 


Address, Sees No Need for 


General Increase 




















LOS ANGELES, Sept. 20.—Kellogy 
Van Winkle, Los Angeles manager 
Equitable Life of New York, spoke 
the luncheon-meeting of the Life Mar- 
agers Association of Los Angeles o 
“Why Change All Annuity Rates?” He 
outlined the increase in sale of annu- 
ties in the last ten years and the pres 
ent situation with respect to rates 0! 
this class of business. Interesting fig 
ures for the ten-year period were quote 
as follows: First-year life insurantt 
premiums were $51,916,699 less in 19% 
than in 1923, decrease 18 percent. 10 
tal life insurance premiums, including 
first-year and renewals, showed an 1 
crease of $1,174,974,894 or 62 percell 
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Total received .for annuities showed“ o,, 
increase of $247,072,118, or 1,353 pei. op, 
cent, ets) termi 

In summarizing he said: : violat 

“I have personally come to the fol- ficials 
lowing conclusions: (1) The situattol  heneg 
today does not indicate the necessity  H cense 
advisability of an alteration in the rat I the q, 
and values of life insurance policies * Jud 
sued on a 3 percent reserve bas depar 
though contracts issued on a higher! ruling 
serve basis possibly should be modifitt: I dictio 


(2) A correction by the home offices ™ 
policy provisions, to make the ‘inves 
ment annuity contracts’ if _possiblt 
more attractive as annuities and less 
tractive as a short time investment, W! 
eliminate a great majority of the 






favorable aspects of annuities to = 
home offices. (3) The general opiit) i 
that all annuity rates must be increas¢ “env 
is somewhat out of line with the fac aes 
(4) There is little or no necessity J -¢cau 
a change in our life and refund annuity 0 W 
rates and this conclusion would be mt = t 
strengthened by making the refund _ — } 
nuity reserves available only for = 
continuance of annuity payments to he on 
beneficiary following the death of M bag \ 
annuitant. (5) The field for real # 19 














the first fall meeting. He advised agents 







° ° Ps ; { ¢ 
nuity service in this country, that 1s 





$OCiatigy 
Nelso 
Newark 
e Chosen 



















7 Cditor 
Of | the 
at the 
‘Conomic 
uraging 
resident 
he state 
Meeting 


> in Salt 
t mana. 
‘Person. 
Holmes, 

Special 
t of the 
l execu. 


11 meet: 
> Insur- 


nanager 
at Mil. 
meeting 
5.” 


will be 
11 meet 
Nov. 4, 
Becker, 





Kellogg 
lanager 
doke at 
e Mar- 
sles on 
s?” He 
annui- 
e pres 
ites ol 
ng fig 
quote 
surance 
in 1933 







eptember 21, 1934 


LIFE INSURANCE EDITION 











waranty of income throughout the 
jyration of life, had only been scratched 
nd in the ensuing ten years the volume 
this type Of business will increase 
adically.” 


ew Detroit Officers Named 





resident A. J. Hanson of Supervisors 
Selects Full List of Officers 
to Aid Him 





DETROIT, Sept. 20.—President A. J. 
Hanson of the Detroit Life Insurance 
supervisors Association has appointed 
Ldditional officers and has allotted them 





specific duties in place of committee ap- 
pointments. When the association was 
reorganized last fall Mr. Hanson, who 
is agency organizer of the New York 
Life, was elected president with the 
privilege of appointing what additional 
officers he considers necessary. 

T. H. Tomlinson, assistant manager 
Bankers Life of Des Moines, who. has 
been acting treasurer, has been appointed 
first vice-president and has been placed 
in charge of the programs. H. O. An- 
derson, educational director Travelers, 
has been named. second vice-president 
and placed in charge of membership 
work. J. H. Kennedy, supervisor Equi- 
table of New York, has been appointed 
secretary and D. B. Davies, supervisor 
Connecticut Mutual, treasurer. 








NEWS OF THE FRATERNALS 
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Offers Two New Certificates 





National Union Assurance Brings Out 
“Master” and “Challenge” Low 
Cost Contracts 





The National Union Assurance of 
Toledo, O., which has executive offices 
in Chicago, has placed two new forms 
of certificates on the market, known as 
the “master” and “challenge,” furnish- 
ing stable protection at low cost. The 
frst form is a monthly certificate, full 
face being payable at death, whereas 
some societies have sold monthly pay- 
ment policies, at death deducting premi- 
ums due for the balance of the year. 

The certificate becomes paid up in 20 
years. It carries accidental injury bene- 
fits, paying one-fifth of face for loss of 
hand, foot or eye, without reducing face 
amount in case of death. It is incon- 
testable after two years, offers policy 
loan privilege after three years for the 
purpose of paying monthly premiums, 
and has substantial cash value at the 
end of 20 years. Double indemnity may 
be added and waiver of premium bene- 
fits, 

_ The “challenge” form pays full bene- 
fits at death but does not carry all the 
advantages of the “master” certificates. 





Wisconsin Commissioner Is 
Directed to Probe Charges 


Circuit Judge Walter Schinz of Mil- 

waukee has continued until Oct. 22 the 
hearing on the plea brought by ten of 
the 16 lodges comprising the National 
Slovak Western Union of Wisconsin, a 
iraternal society, to oust three officers, 
Stefen Holly, president; John Sukup, 
secretary, and John Pomek, acting treas- 
wer. At a previous hearing Judge 
Schinz denied petition for a receiver for 
the Union. 
_ One issue is insurance benefits. It 
Is charged that the officers have been 
‘erming insurance payments as gifts in 
Violation of the insurance law. The of- 
ficials admitted the union pays a death 
benefit of $1,000, although by the li- 
censé such as is issued to fraternals, 
the death benefit is limited to $300. 

Judge Schinz ordered the insurance 
department to investigate the charges, 
ruling that the commissioner has juris- 
diction, and continued the case. 


Laub Succeeds Robinson as 
W.0.W. Head Clerk, Denver 
A. H. Laub has been installed as head 


Clerk of the Woodmen of the World of 
‘fnver for the remainder of the unex- 








pred term of T. M. Robinson, resigned 


because of illness, 
im Winfield, Kan., 
ae to Salida, Col. 


Mr. Laub was born 
— at an early 
e was a real es- 
te = fire insurance man for some 
an ie" studied actuarial science and 
a ed the accounting department in 
rao oodmen of the World head office 
0. For 14 years he has been the 





actuary. Mr. Robinson had been head 
clerk since 1920. 





Pays for Million in August 
For the second time this year and the 
third time in the history of the com- 
pany, the Lutheran Mutual aid of Wav- 
erly, Ia., wrote more than $1,000,000 
new paid business in a month, this mark 
again being set in August. 


Cannon Attends Initiation 


Thomas H. Cannon, head of the 
Catholic Order of Foresters, Chicago, 
and secretary-treasurer National Frater- 
nal Congress, was honor guest at an 
initiation at Springfield, Minn., con- 
ducted by the Springfield, Sleepy Eye 
and New Ulm courts. 


Second Million Month 


Field representatives of the Ben Hur 
Life of Crawfordsville, Ind., for the 
second time this year in August pro- 
duced more than $1,000,000 adult in- 
surance, the total being $1,014,000. In 
addition there was $475,000 juvenile 
business written. This was in honor of 
the birthday of President J. C. Snyder 
and of the return from the hospital of 
Grover Huncke, field manager. Adult 
business so far in 1934 continues about 
40 percent above the volume in the 
same month last year, and junior busi- 
ness 20 percent ahead. 
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National Lineup Completed 


Final Accident & Health Association 
Appointments Are Announced by 
President Sommer 








The official personnel of the National 
Accident & Health Association was 
completed this week with the announce- 
ment by President Armand Sommer of 
the appointment of two more regional 
vice-presidents, E. W. Welton of Louis- 
ville and E. A. Kenney of Philadelphia. 
Mr. Welton is general agent of the 
Business Men’s Assurance in charge of 
Kentucky and is president of the Louis- 
ville Accident & Health Club. Mr. Ken- 
ney is manager of the accident and 
health department of the United States 
Fidelity & Guaranty in Philadelphia 
and ever since the affiliation of the 
Philadelphia club has been a leader in 
national association affairs. He has 
originated several of its most construc- 
tive plans. 

Regional vice-presidents already an- 
nounced include Fred W. Timby, Pre- 
ferred Accident, San Francisco; Lyle 
Stephenson, Continental Casualty, Kan- 
sas City; Charles H. Davis, Pacific Mu- 
tual Life, Chicago; J. P. Collins, Na- 
tional Casualty, Detroit; E. H. Mueller, 
Pacific Mutual Life, Milwaukee, and W. 
A. Hopkins, Provident Life & Acci- 
dent, Pittsburgh. 

































































Policies for 
Children ........ 


The ‘“‘Open Sesame’’ to the 
homes of the best prospects 


Agents offering the new Security Mutual Juvenile 20 
Year Endowment and 20 Pay Endowment at 64 are un- 
covering not only immediate sales on children, but adult 
clients as well. 

Cash and Loan Values and Dividends make Security Mu- 
tual Juveniles of unusual interest to insurance minded 
people and the Payor Benefit clause is especially appeal- 


ing. 


Ask any General Agent or 
write for literature and rates. 


Security Mutual Life 
Insurance Company _ 


BINGHAMTON, N.Y. 
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30 years of 
never faltering service 
to agents makes the 
Guaranty Life outstanding 
as an agents’ company 


modern, liberal policy contracts, 
a strong financial foundation, 
experienced, sincere management 
are yours when you represent 
this sound, progressive company 


WwW 


Lee J. Dougherty, President . 


Guaranty Life Insurance Co. 
Davenport, Iowa 
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Union Mutual 
Life Insurance 
Company 
PORTLAND MAINE 








SIX MILLIONS 
GAINED FIRST 
HALF or YEAR 


LIFEINSURANCE 
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Paid-for Business 
82% Ahead of 
Corresponding 
Period of Last 
Year. Every 


Month Showed 


Increase. 


The 
PROVIDENT 


LIFE AND ACCIDENT 


INSURANCE COMPANY 
of 


CHATTANOOGA, TENNESSEE 
LIFE ACCIDENT HEALTH 
GROUP 








NEWS ABOUT 


LIFE POLICIES 





Policy Literature, Rate Books, etc. 


PRICE, $5.00 and $2.00 respectively. 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the ‘Unique Manual- 
t” and “‘Little Gem,”” Published Annually in May and March respectively. 





Aviation Policy Is Broadened 


Union Central Greatly Reduces Extra 
Premium for Hazard, Changes 
Limits, Flight Schedule 








The Union Cental is one of the first 
companies greatly to liberalize its avia- 
tion hazard rules, the announcement hav- 
ing been made at the $250,000 club’s con- 
ventiono at White Sulphur Springs, W. 
Va. Formerly there was no extra pre- 
mium for six to ten flights a year, but 
$2.50 per $1,000 extra for 11 to 20 flights, 
$5 extra for 21 to 30, $7.50 for 31 to 
40, $10 for 41 to 50 and over 50, $2.50 
for each additional ten flights. The max- 
imum limit for not over five flight a year 
was $100,000, and six to ten flights $75,- 


000. The new rules are: 
Not over 
Flying 
No. of Hrs. Min 
Flights Per Ex Max. 
Per Year Yr. Prem. Limit Term 
Not over 10 25 St. $100,000 Yes 
REMEO es arstont 50 St 75,000 Yes 
BIPBO :. cae pea 75 $1.00 50,000 No 
oS a ee 100 2.00 35,000 No 
ie OARS 125 3.00 25,000 No 
Over 50—per each 
add. 10 flights... 1.00 15,000 No 
or less 


Passengers employed by companies 
outside the aviation industry that own 
and operate approved type of plane, op- 
erated by licensed pilots in the com- 
pany’s employ, flying only between well 
equipped airports, now will be consid- 
ered generally with the same ratings as 
above, each case receiving individual 
consideration, whereas heretofore there 
has been a large extra premium charged 
on a graded basis up to 50 flights per 
year, above which was declined. 





To Raise Single Premium Rates 


The Minnesota Mutual, effective Oct. 
1, will increase rates on its single 
premium life, cash and cash refund an- 
nuities and substantially reduce maxi- 
mum limits of acceptance on these con- 
tracts. The company never before has 
changed its annuity scale, not following 
the action of many other companies 
about a year ago. Its annuities have a 
high rate of return. The company, it 
is said, did not have a large volume of 
}this business in force and so until re- 
cently there had not been presented the 
problem faced by most companies in a 
time of low investment yield. The new 
rates, it is understood, will leave the 
Minnesota Mutual in the position of of- 
fering a comparatively high return on 





these contracts. 


Has Multiple Protection Form 





Union Central Announces Flexible Con- 
tract with Income Features at 
Agents’ Convention 





A “multiple protection” policy which 
gives 10, 15 or 20 years’ family protec- 
tion, with income to dependents con- 
tinuing for the full period at death of 
policyholder, was announced by the Un- 
ion Central at the White Sulphur 
Springs convention of the $250,000 
agents’ club. This contract with basic 
unit of $10,000, but minimum limit of 
$25 income per month, is on 3 percent 
reserve basis, contrasted with the 3% 
percent basis of all the company’s other 
policies except the “business protec- 
tion” contract brought out ten years 
ago. 

The $10,000 contract has full com- 
muted value $23,790, being made up of 
$10,000 ordinary life and $13,790 net 
term insurance. The policy in addition 
to family protection is well adapted to 
use as business insurance. 


Actuary Koeppe’s Explanation 


Assistant Actuary A. J. Koeppe ex- 
plained the policy at White Sulphur. 
The policyholder has privilege of con- 
verting the $13,790 term portion to a 
permanent form at any time in the first 
15 years on the 20 year form, within 12 
years on the 15 year form and within 
eight years on the ten year form. The 
proceeds, if the policyholder dies within 
the family protection period, may be 
paid at the rate of 240 instalments cer- 
tain on the 20 year form, 180 instal- 
ments certain on 15 year and 120 on 
ten year, of $100 per $10,000 face 
amount, with a lump sum of $10,000 
payable at the end of this period. 

While the policy is designed for fam- 
ilies with children, it is well adapted 
to provide. substantial guaranteed life 
income to the wife if there are no chil- 
dren, a life income to an invalid child 
or other handicapped relative, and for 
many other purposes. 

The policy has regular non-forfeiture 
values, cash, reduced paid up and ex- 
tended insurance, and an automatic non- 
forfeiture provision giving extended in- 
surance providing that if the policy- 
holder discontinues premium payments 
within the family protection period, he 
will be granted term insurance for the 
full commuted value until the end of 
the dependency period, provided his 
equity is sufficient to carry the insur- 
ance that far. If there is additional 
equity left, the face of the policy will 
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MANAGED CURRENCY 


“If you don’t know what managed currency i&,” says 
the inimitable Fountain Inn (S. C.) Tribune, “listen to rela- 


tives when a widow gets her life insurance.” 


A potent paragraph pointing a moral clear to life un- 
derwriters—some plan of insurance guaranteeing regular, 
The widow protected by such a settlement 
is “poor pickings” for relatives and the “get-rich-quick” 


And policy proceeds so payable bear eloquent testimony 
to service that truly serves. 


The Life Insurance Company 


RICHMOND, VIRGINIA 





of Virginia 
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be continued. If premium payments ; 
discontinued after the dependency ,,| 
riod then the extended insurance yy 
be for face of the policy. Cash valyy 
are available at the end of the secoy 
policy year for most ages at issue, | 
This is a participating policy, gj, 
dends being those applicable to the re. 
ular ordinary life contract issued on ty 
American insurance 3 percent basis {, 
the same face amount. The policy h, 
higher cash values and larger dividend 
than on 3% percent basis. 
Insurance credit is given to agents q 
the basis of commuted value, commi. 
sion being the same as for ordinary fii 


Good for Business Insurance 


When used for business purposes, thi 
contract permits the agent to quote the 
regular ordinary life rate on the amouy 
of insurance needed and then to shoy 
reduced cost by using the multiple pp. 
tection form. The commuted values ap 
attractive for business purposes, as « 
the conversion privilege. Should th 
policyholder die during the protectio; 
period of 10, 15, or 20 years, respec. 
tively, the Union Central would pay to 
the corporation named as_ beneficiary 
commuted value of all payments tha 
would otherwise be made, which on the 
basis of $10,000 face amount would be 
$23,790 on the 20 year form, $21,010 
on the 15 year form and $17,910 on the 
10 year form. 

If the policyholder outlives the term 
period, only the face amount would kk 
paid. If the need for business proter- 
tion should expire, substantial cash 
value would be available, or the polic- 
holder could continue carrying all or: 
part of the insurance for family pro 
tection. If the need for the large W. 




































amount of protection expires, the cor 











: MS years 
tract may be changed to ordinary lite I eral 
plan for face amount with correspond- I \futy 
ing reduction in premium, pen 

Rates and values for this form on thei o¢ ¢h 
10, 75 and 20 year plans, are: 16 C 
Rates per $1,000 Face Amount Corre 
1st 1st 1st agent 
10 There- 15 There- 20 There- MM land 
Age . wi ve ied < ve sx as versit 
ae 22°28 18.66 23.82 18.66 25.36 181m life i 
22.70 19.05 24.29 19.05 25.89 19.0 in I¢ 
Be. She 23:15 19.46 24.70 19.46 26.45 194 acon 
24 23.62 19.89 25.28 19.89 27.06 19. 
2 x i x : 3) ee enter 
: . . . Oh In Vv 
dt 31S ore. aL; as 1928. 
25.7 J ; 7 3 
A 3 R i 4 of th 
¥ ¥ 2 1k ee Bene! 
; i 5 3 4 tual 
; : i i 55 IRS sista 
. . . . ‘tt New 
; : : f 0° ie in 19 
; ; i : 1 ashi 
5 : ‘ : 1) fee Tetur 
F F ; ‘ i rema 
3 ' . ; SB depa 
BeOS: 42.13 34.02 47.86 34.02 55.01 34. : 
i Bye de 44.02 35.27 50.23 35.27 57.97 ot len 
ae 46.05 36.60 52.77 36.60 61.13 36. was 
eee 48.23 38.01 55.52 38.01 .... «" to tl 
, See 50.58 39.51 58.50 39.51 Alle: 
ae 53.13 41.12 61.69 41.12 ge 
Mie co 55.85 42.82 65.13 42.82 hej 
Re 58.77 44.63 68.82 44.68 large 
i es 61.92 46.56 bse and 
SS eee 65.31 48.62 
a 68.94 50.81 
7 ae 7285.68.15 .... 
Se TEOG GEiCG cnc ween oor © 
Cash Values per $1,000 Face Amount D 
Ten-Year Plan gori 
Year 
ae ee 
$29 $84 $138 $1) Be dom 
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geld 233 2 I Scie 
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RECHT & KUTCHER ENTERTAIN 


Rudolph Recht and George J. Kut- 
cher, general agents in New York City 
of the Northwestern Mutual Life, were 
hosts te the agency and office staff of 
their agency at dinner. Managing Di- 
rector R. B. Hull of the National Asso- 
cation of Life Underwriters spoke on 
the American people’s growing desire 
for security, and the unique opportun- 
ity and challenge it offers to the life 
underwriter. ) 

A dramatic sketch, written by one of 
the agents, and enacted by others of the 
agency, cleverly satirized the time-wast- 
ing proclivities of many agents, at the 
ame time lampooning members of the 
agency and in particular the general 


agents. a 


SUGGESTS INFLATION POLICY 


“Good News,” the periodic bulletin 
which Gerald A. Eubank, manager life 
department, Johnson & Higgins, sends 
out, suggests the use of the family-in- 
come type contract for the prospect 
who is afraid of inflation. Since the 
protection is so large in proportion to 
the premium, the beneficiary would still 
be ahead even if there should be a very 
considerable inflation of the dollar, with 
consequent loss of purchasing power, 
the bulletin points out. 

et 


JOHNSON TAKES LONG ISLAND POST 


W. B. Johnson, for the last seven 
years assistant to C. E. DeLong, gen- 
eral agent in New York City of the 
Mutual Benefit Life, has been appointed 
manager of the Long Island territory 
of the Mutual Benefit, with offices at 
16 Court street. He succeeds A. G. 
Correll, who recently became general 
agent in Brooklyn for the New Eng- 
land Mutual. Educated at the Uni- 
versity of Idaho, Mr. Johnson entered 
life insurance as a Mutual Benefit agent 
in Idaho in 1918 and became general 
agent for the state in 1923, resigning to 
enter the home office as field supervisor, 
in which position he continued until 
1928, 

L. M. Baker, associate general agent 
of the Harry F. Gray, New York City, 
general agency of the Connecticut Mu- 
tual Life, succeeds Mr. Johnson as as- 
sistant to Mr. DeLong. He joined the 
New England Mutual at its home office 
in 1903, going to New York in 1908 as 
cashier of the E. W. Allen agency. He 
returned to the home office in 1915 and 
remained there in charge of the auditing 
department until 1926. When the Al- 
len & Schmidt agency of the company 
was formed in 1926 Mr. Baker returned 
to the agency end, remaining with the 
Allen & Schmidt office until 1928 when 


jhe joined Mr. Gray, where he had a 


large share in developing the full-time 
and brokerage business of the agency. 
* * * 
Dr. Roback Is Speaker 


Dividing prospects into rough cate- 
Sories, for example as to introversion 


and extroversion, whether they are pre: 


dominantly visual, auditory, or kines- 
thetic imaginal types, and even the non- 
scientific but readily perceived division 
into “bromides” and “sulphides” may be 
ot great practical assistance to sales- 
men, Dr. A. A. Roback, Prince of Wales 
gold medalist at McGill University, told 
members of the L. L. Montgomery 
round table. 

We don’t realize how many there are 
who are predominantly of another 
maginal type than we are,” said Dr. 
Roback, “We should find out what type 
We are dealing with, as we may other- 
Wise be trying to talk in terms of visual 
efees to a person who is much more 
;nectively reached by terms of ear 
a Kinesthetic images, imagination 
n terms of bodily action, is not so well 
nown but is important.” Pseudo-psy- 





AS SEEN FROM NEW YORK 


By R. B. MITCHELI 





chology which attempts to gauge char- 
acter by facial formations is worthless, 
he said, but one’s personality is reflected 
in facial expressions and attitudes which 
are of considerable value in judging 
character from a sales point of view. It 
must be remembered that man is a para- 
dox, he said, pointing out that impor- 
tant men sometimes act like children 
in tantrums, and these facts must be 
taken into consideration by those deal- 
ing with them. 


Huebner in St. Louis 


Lower interest rates, higher income, 
inheritance and estate taxes and _ in- 
creased living costs are the three prin- 
cipal economic trends that may be ex- 
pected to follow the deflation of the 
dollar, Dr. S. S. Huebner said in an ad- 
dress here to agents of the Massa- 
chusetts Mutual Life and their guests. 








NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and Charges in Policy Literature, Rate 

» etc. Supplementing the “Unique Manual- 
Digest,” publis! annually in May at $5.00 and the 


“Little Gem" published annually in March at $2.00 
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Northwestern National Sets 
Limit on Lump Sum Premium 





Restrictions on the maximum amounts 
which will be accepted or issued on sin- 
gle premium life policies and annuities 
have been announced by the Northwest- 
ern National Life effective Oct. 15. 

On single premium life or endowment 
policies the maximum amount which the 
company will issue will be $50,000 face 
amount, whijle on single premium life 
annuities of any description, immediate 
or deferred, the maximum consideration 
accepted on any one life will be $25,000. 
On single premium life and single pre- 
mium life annuities issued concurrently 
the aggregate maximum consideration 
accepted on any one life will be $25,000. 
Northwestern National does not issue a 
single premium life and annuity com- 
bined in one contract. 

The company also announces that it 


will no longer issue its participating re- 


adjustment life policies in amounts as 
low as $5,000 for the whole life form 
and $2,500 for the endowment at 90 
form, the temporary minimums which 
have been allowed since the contracts 
were introduced a year ago. After Oct. 
15 the minimums will be established at 
$10,000 and $5,000 respectively. 





New Single Premium Contract 


The Farmers & Traders Life, which 
for some time has issued an annual pre- 
mium retirement income contract, now 
is offering the same contract on a single 
premium basis. It provides $1,000 insur- 
ance (or cash value if greater) to ma- 
turity and $10 monthly life income at 
maturity with 120 months guaranteed 
in event of death during the ten year 
period following maturity. If the income 
is not desired the insured may select 
a paid-up life policy for increased 
amount, or a cash payment and continu- 
ation of the $1,000 insurance protection, 
or full cash value payable in one sum. 
The single premium rates per $1,000 
are: 


Age at c——Maturity Age——, 
Issue 55 60 65 
1) ea UP a ee EIS $443.27 $365.86 $314.37 
Me a c6ob awe deuess 504. 409.3 345.84 
DP bs 0 ede we eee 580.58 462.48 383.95 
SP cienedandndi nice 673.45 527.30 430.10 
OP xcseacesgeeane 787.80 606.54 485.99 
is 703.65 553.67 
823.22 635.84 








—a dream fulfilled 


—for twenty-six years the builders of the Peoples Life Insur- 
ance Company have striven valiantly for the fulfillment of a 
dream—an insurance company builded to keep the faith of the 
institution of life insurance and one ready to continue in- 
definitely complete protection for its policyholders and agents. 


—cold figures showing the achievements of the past year, and 
years, are proof of a dream fulfilled, of uncompromising stand- 
ards of business honesty, unselfish desire to be of service and 
the triumphant fact that the Peoples Life, sturdy as an oak, 
stands ready and able to continue its function of protection. 


—are you interested in such a connection? Then you will find 
it pays to be friendly with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 


FRANKFORT 


INDIANA 














12.29 Per Cent 


LIQUID 


The American National has $6,185,059 in cash and Federal 
Government Securities, which amounts to 12.29 per cent of 
its total admitted assets, according to the Company's finan- 
cial statement of 1933. 


To policyholders, general agents and agents alike, this means 
SAFETY. Add this selling fact to the many attractive and 
liberal policies of the company and its position among the 
companies of the United States and you have ample reasons 
for the continued success of American National agents. For 
further information write to the manager nearest your 


locality. 


A CONTINUED CONSERVATIVE DEVELOPMENT PROGRAM IN EACH 


DEPARTMENT 


A well Diversified Line of Modern Policy Contracts, including 
Juvenile Policies, Retirement Income Policies, Salary Savings, and 
all Types of Annuities, enable our Representatives to render the 
Insuring Public the Best in Life Insurance Service. 


AMERICAN NATIONAL 
INSURANCE COMPANY 


W. L. Moody, Jr., President 
Shearn Moody, Vice-President 


Galveston, Texas 


F. B. Markie, Vice-President 
W. J. Shaw, Secretary 


E. L. Roberts, Vice-President (In Charge Ordinary Agencies.) 
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Every Day 


W. are signing new contracts 
with agents who have taken the 
time to investigate our Company 
and its record and are attracted 
by the unusually favorable con- 
dition they discover. 


Our proposition is different and 
interesting and has operated with 
ever increasing success for 
27 years. 














Agency openings in 








Illinois, Indiana, 














Michigan and Missouri 


FREEPORT, ILLINOIS 
Founded in 1907 





BANKERS MUTUAL LIFE Co. 
































































Strong 





Progressive 


ve You Willing te WORK for « Company Which Is Willing to WORK with You? 





E. S. ASHBROOK “ PAUL McNAMARA | 
President JOHN H. MeNAMARA Vice-President 
Founder 


& 
NORTH AMERICAN BUILDING, CHICAGO, ILLINOIS 
























@ PENNSYLVANIA 


| NEW JERSEY 


INDUSTRIAL—INTERMEDIATE 


NEW YORK ® 


The Colonial Life Insurance Company 


OF AMERICA 
HOME OFFICE—JERSEY CITY, NEW JERSEY 


Ordinary — Group 


‘A Good Company To Represent 
—Represent a Good Company’’ 


CONNECTICUT ®& 























1333 Majestic Bldg. 


Over Forty Years of Faithful Service 
T. F. NORRIS Co. 
REALTORS 


Specializing in Property Management 
DETROIT 


Cadillac 4925 











Agents Are Told 
of Fine Results 





(CONTINUED FROM PAGE 1) 


sales made, the total at the end of 1934, 
he predicted, would show a profit to the 
company. 

Home office correspondence which he 
received at White Sulphur showed that 
on the day he addressed the conven- 
tion seven pieces of city real estate were 
sold, the lowest profit being 5 percent 
and the highest 33% percent of capital 
investment. Managing Director Harry 
Newman of the farm sales department 
stated the company is accepting only of- 
fers which will be profitable. In Au- 
gust more sales were refused than were 
made in all of August, 1933. 


Farms Much in Demand 


One of the interesting points brought 
out about farm investments was the 
statement by Mr. Newman that in 50 
cases where the former owner had re- 
purchased farms by refinancing with the 
government, the Union Central made a 
profit of 10 percent over and above all 
capital investments and accruals. Inter- 
est collected on the farm mortgages in 
the first eight months this year totaled 
$1,100,000 more than was collected. in 
the same period of 1933. 

Farm sales for the first eight months 
this year totaled 1,434, for $5,749,000, of 
which 27 percent was cash down pay- 
ment, as compared with 1,002 sales for 
$3,694,000 in the same period last year 
with 14 percent cash down. 

George Brand, director of sales cen- 
tral district, commented on the great 
demand for farms. 

Vice-president Jerome Clark gave an 
inspirational talk urging the agents to 
concentrate on life insurance. He said 
annuities are a fine thing to sell but they 
will gradually fade out of the picture 
when the investment market opens up; 
but the life insurance market is here to 
stay. 

Comment on Underwriting Policy 


Dr. William Muhlberg, medical direc- 
!tor, commented that in some respects 
| the company’s underwriting policy is be- 
| ing tightened. 

Secretary Richard Rust announced 
that the Union Central is liberalizing its 
rules regarding financial setup of ap- 
plicants for insurance. It is felt the 
company now can afford to be more lib- 
eral as individual incomes are generally 
on the up grade and improvement can 
be anticipated. He also announced a 
change in policy regarding the aviation 
hazard. 

Walter Barton, president C. B. Knight 
general agency, New York City, was on 
the first day’s program, giving many 
sales pointers. 

Wendell Hanselman, superintendent 
of agencies, presided the second morn- 
ing. R. L. Harrington, actuary, gave 
statistics gathered by the actuarial de- 
partment. A. J. Koeppe, assistant ac- 
tuary, announced the new “multiple pro- 
tection” policy. Charles Hommeyer, 
vice-president, gave a view into the next 
five years. He said it is difficult to pre- 
dict trends, but it is certain more, life 
insurance will be sold and conditions 
gradually will improve. 


Hollister Head of Club 


G. B. Hollister, agent Cincinnati and 
president $250,000 club, spoke, as did 
Herman Stark, New York ‘City agent, 
president $500,000 club. Mr. Hollister 
led the $250,000 club with $1,019,510 
paid volume. M. C. Kramer, Dallas, is 
vice-president with $1,017,886. 

The third day, Howard Henderson, 
Cincinnati representative J. Walter 
Thompson organization which handles 
Union Central advertising, spoke, as did 
Mr. Williams, radio representative who 
directs the “Roses and Drums” radio 
program resumed two weeks ago. 

William McPheeters, manager Cleve- 
land, and Robert Ashbrook of the ad- 
vertising department at the home office, 
were on the program. Jack Rivers, as- 
sistant superintendent of agencies, gave 
pointers and practical sales slants. Mr. 











Two Carriers Start Test 


of Frazier-Lemke Lay} 


(CONTINUED FROM PAGE 1) 


and it may be some time before arg 
ments will be heard. 

On the other hand, there are a nyp, 
ber of cases in different jurisdictions 
where the “due process’ clause has beg 
relied upon in challenging the Frazje,. 
Lemke amendment. About a month ag, 
the Radford case_was before Feder 
Judge Dawson in Louisville, Ky., upc, 
suit of the Louisville Joint Land Bank 
to dismiss the bankruptcy petition of 
Radford, a Christian county farmer, 4 
decision in this case is expected shortly, 








Stage Set for the 
Milwaukee Parley 





(CONTINUED FROM PAGE 1) 


cause on Monday evening the first ses. 
sion of the general agents and map. 
agers’ section will be held. Many of 
those going to Milwaukee will speni 
either this week end or the following 
one in Chicago, visiting the world fair, 

That T. M. Riehle of New York wil 
be advanced to the presidency of the 
association is taken for granted. A con 
test for the highest position has not 
developed and it is inconceivable tha 
the nominating committee would 
otherwise than recommend Mr. Riehle, 
A large number of favored sons have 
been endorsed for trustees. Under the 
new set-up, there will be 12 trustees and 
the nominating committee will bring ia 
the names of 15. Among those who 
have been endorsed are E. W. Brailey of 
Cleveland, J. W. Yates of Los Angeles 

Ogle of Birmingham, O. San 
Cummings of Dallas, F. A. Lichtenberg 
of Columbus, O., and John Wither 
spoon of Nashville. 

A report that is likely to start com 
siderable discussion is that to be prt 
sented by L. D. Fowler of Cincinnat 
on_the compensation of agents. This s 
a subject that has been: widely discussed 
in the last few months although the Ne 
tional Association of Life Underwriters 
has not yet openly participated in the 
deliberations. If the report is followed 
by a discussion, there is likely to be 
plenty of oratory. It is a most provoc 
tive subject, upon which practically 
everyone in the business has some ideas 
Some leaders are most vehement 
their demands for a new deal. The most 
frequent recommendation heard is fot 
the general agent to be required by hi 
company to guarantee certain minimum 
weekly earnings to his agents. Such @ 
system would naturally eliminate tht 
non-productive and grossly unqualified 
agent. 


American Central Issues 
Unusual Policy Combination 





A unique combination of life policits 
has been issued by the American Cer 
tral Life of Indianapolis. Four sing 
premium policies were delivered to the 
insured, an ordinary life, 30 year endov- 
ment, 20 year endowment and 10 yé# 
endowment, total premiums being $1, 
967.26. The insured will receive $1, 
each at ages 31, 41 and 51, and het 
beneficiary will receive $1,000 at ¥ 
death after age 51, or a varying amoull 
in event of her death prior to 51. 
is pointed out that the insured will have 
more than the single premium retura 
to her by the end of 20 years and ro 
will have more than $1,000 profit at M. 
end of 30 years, with paid up life ™ 
surance after that time. 

—$—<————— 








Hanselman summed up the conventiot 
emphasizing that it is necessary to = 
more life insurance and less of invest 
ment forms. 
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SALES IDEAS AND SUGGESTIONS 
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tion of Two outstanding contributions to the 

ner, Afmarts of prospecting and selling were 

shortly fm made by New York Life field men in 

‘BB the September issue of “Nylic Re- 

yew.”” D. H. Simpson, agency direc- 
tor Worcester, Mass., branch office, 
wrote on “Simplifying the Job of Pros- 

rle pecting,” and A, S. Sisk, vice-president 

y 1934 Top Club, member of the New 

Mexico branch office, senior Nylic and 

1) sn of Agency Director E. D. Sisk, 
gave observations on the work of sales- 

‘st St nen in other lines under the subject, 

1 man “What I Learn from Salesmen Who 
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Sell Me.” > 

Mr. Sisk said most people have a 
definite idea of the type of salesman 
they dislike, but the type they like, be- 
ing less frequently encountered, is not 
so Obvious nor is his success so easy 
to analyze. 


Most Effective Salesman 
Apparently Has No. Method 


The salesman who wins Mr. Sisk’s 
heart, he says, apparently has no 
method at all. He is frank and friendly, 
tactful and sympathetic.- His” knowledge 
of the article he is selling is so com- 
plete that he knows its: limitations as 
well as its benefits. He can and will 


ngeles, bg: > 
oo answer positively all questions asked 
enberggmm about the article, and one instinctively 


believes in him. 

“While the salesman who sells me 
may actually dominate: the interview,” 
Mr. Sisk says, “he does it in such a 
pleasant way that I never even suspect 
that he is managing the interview. He 
makes me feel that I, no doubt, already 
know something about what he is sell- 
ing, and that of my own intelligence 
Ican be interested knowing more. 

“Every one would rather buy than 
be sold, and I think it good practice to 
speak of policyholders as having bought 
ee rather than as having been 
sold, 
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High-pressure, Cock-sure 
Sales Tactics Are Offensive 


“All potential buyers are not alike. 
The salesman who attempts to sell me 
wry would surely fail if he used high pres- 
the me UTE, cock-sure, obviously organized 
tifed methods. Of course we should have 
our working plans but they should be 
ued in such a way as not to seem 
too stereotyped. 
“Most of us learn from experience 
that friendship based on business is 
better than business based on friend- 





Valuable Prospecting Sug¢gestions, 
Tips on Agent’s Conduct Given 
by Two New York Life Leaders 


ship—better because it is harder to get 
and easier to keep. It tests salesman- 
ship but never strains friendship. 

“Further studying this salesman who 
sells me, I am surprised to find I am 
impressed by the simple virtue of cour- 
tesy and the subtle flattery of gratitude 
—not the conventional sort but the kind 
that makes me actually glad I was not 
too rude myself. Everybody is a sales- 
man and as such always has time to 
sell, but not to buy. When a man 
asks for my time without saying for 
what, I am instantly sure he is selling, 
not buying. 


Prospect Quick to Notice 
Agent’s Lack of Courtesy 


“If my business manners pass the acid 
test and I received him without asking 
his mission, I am unconsciously pleased 
with myself and in no mood to accept 
any lack of courtesy on his part. I 
want him to thoroughly appreciate what. 
a busy man I am and not to take ad- 
vantage of my slightly strained cour- 
tesy. 

“And a sense of humor—how essen- 
tial that is! I like a salesman who 
can joke, even about himself, if I feel 
like joking. I have learned that there 
is no easy method of salesmanship— 
no short cut to permanent success in 
our business. We are all hard to sell, 
and only the persistent, intelligent 
salesman—the one who makes a sincere 
study of our needs, a convincing state- 
ment of the value of what he is sell- 
ing and an untiring appeal to our pos- 
sible good judgment— succeeds in 
breaking through our sales resistance.” 

Mr. Simpson said the prime consid- 
eration in prospecting is to discover 
prospects with the ability to pay for 
policies. Complicated prospecting meth- 
ods should be avoided and common- 
sense employed by the agents as their 
guide, 

He discussed briefly four more com- 
mon prospecting methods, such as cold 
canvass, starting with a name and try- 
ing to make a sale without sufficient in- 
formation, finding prospects from one’s 
natural contacts and securing new pros- 
pects by questions and answers, such as 
asking friends, policyholders or busi- 
ness acquaintances for the names of 
men or women who might be in the 
market. 

“There is, however, a fifth method 
which has not been extensively used but 
which to me appears much more prom- 





ising and more likely to bring results,” 
Mr. Simpson said. “That is, go to an 
influential policyholder, friend or busi- 
ness acquaintance with one name or list 
of names and ask him for his comment. 
If a list of names, ask him how many 
of the people he knows personally, of 
course assuring yourself in advance that 
he knows at least one of them. Ask 
him definite questions about the person 
he knows. Then ask him to give you a 
letter or card of introduction. This 
will practically break down all the usual 
resistance at the first approach and will 
put you on a friendly footing imme- 
diately.” 


Experience of Worcester 
Agent Is Illustration 


Mr. Simpson said one of the New 
York Life’s Worcester agents saw an 
account of a banquet held at a hotel 
attended by prominent people, among 
whom was one of his best policyholders. 
He took the newspaper list of those 
who attended the banquet to the policy- 
holder, asking him if there was any one 
on the list to whom he would care to 
write a letter of introduction. The pol- 
icyholder selected two names and the 
result was immediate sales, the new 
contacts eventually leading to a large 
volume of business, 

Mr. Simpson suggested three definite 
lines of endeavor as productive of a 
satisfactory increase in the prospect list: 
First, to increase sales from _ natural 
contacts by analyzing one’s efforts at 
least weekly, ascertaining whether any 
good bet in the field had been over- 
looked; second, to continue to use the 
old idea of asking direct questions about 
people in a certain group; third, to try 
the plan of taking a list of names of in- 
fluential members of any group for 
information and letters or cards of in- 
troduction. Finally he urged agents to 
keep their eyes and ears open for un- 
usual situations and out-of-the-way 
prospects which other agents have over- 
looked. 


Ruling on Assessment Groups 


LOS ANGELES, Sept. 20.—A de- 
cision has been rendered by Superior 
Judge L. H. Smith in a suit brought by 
organizations operating under chapter F 
of the assessment association act to re- 
strain Commissioner Mitchelt from ex- 
ercising regulation of their business. 
Judge Smith held that organizations op- 
erating under the section do not have 
to be composed of any particular group 
of persons as long as they are volun- 
tarily banded together for the purpose 
of providing contracts with benefits pay- 
able on contingency of death of one of 
their number. However, organizations 
may operate under the section only as 
long as the associations do not pay, di- 








Cu. 


The college of business administration 
of Marquette University, Milwaukee, and 
the Milwaukee Association of Life 
Underwriters are cooperating in giving 
a series of C. L. U. preparatory courses. 

great deal of educational talent has 
been found among Milwaukee life insur- 
ance men. Those who are assisting are 
F. C. Hughes, C. L. U., manager Mil- 
waukee office Mutual Benefit and grad- 
uate of Princeton; Alfred Korbel, C. L. 
U., special agent Massachusetts Mutual 
Life and graduate University of Wis- 
consin; G. H. Young, C. L. U., super- 
visor Northwestern Mutual Life agency 
of Victor M. Stamm, general agent, 
Milwaukee, and P. A. Trezise, C. L. U., 
Wisconsin and northern Michigan man- 
ager Massachusetts Protective, who 
studied at the University of Michigan 
and Ferris Institute. Courses in life in- 
surance salesmanship and life insurance 
fundamentals are being given. 

* * * 


All general agents, managers and 
supervisors in Detroit as well as the 
37 men who took all or part of the 

. L. U. quiz were invited to the first 
fall meeting of the Detroit C. L. U. 
chapter. 

C. L. U. work for the fall.and win- 
ter was discussed and plans made for 
the class to be conducted by Prof. 
C. A. Fisher of the University of Michi- 
gan, beginning Oct. 1. 

George E. Lackey, C. L. U., general 
agerit Massachusetts Mutual and coun- 
cillor for the American College, was 
the principal speaker. 

*x * * 


The Oklahoma C. L. U. Chapter has 
been organized with George Bond of 
Tulsa, manager Union Central Life, 
president; R. L. Baird, Oklahoma City, 
Equitable Life of Iowa, vice-president, 
and Jack Woods, Oklahoma City, Cali- 
fornia-Western States, secretary-treas- 
urer, 














rectly or indirectly, any money or com- 
pensation for the solicitation of mem- 
bers or prospects for membership. Ad- 
vertising or payment of commission in 
soliciting new members disqualifies as- 
sociations from operating under chap- 
ter F 


Name Ralph and Jacob Gunst 


The General American Life has ap- 
pointed Ralph and Jacob Gunst, general 
agents for the company at Tucson, Ariz. 
Both are good personal producers and 
have had about 25 years’ life insurance 
experience. 
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ACTUARIES | 





CALIFORNIA 


NEW YORK 











Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


437 So. Hill Street 


114 Sansome Street 
LOS ANGELES 


SAN FRANCISCO 


MILES M. DAWSON & SON! 
CONSULTING ACTUARIES 
500 Fifth Avenue New York mad 








ILLINOIS 











CAMERON & CHAMBREAU 
Consulting Actuaries and Tax Consultants 
1808-1809 Harris Trust Building 
111 West Monroe Street 
Chicago, Illinois 

Organization Reconstruction J 
Federal Tax Work Agency Planning 
anagement Pension Plans 


Office, Shoreham Bldg. 





Established 1865 by David Parks Fackdler | 
FACKLER and BREIBY 


Consulting Actuaries 


Edward B. Fackler William Breiby 
8 WEST 40TH STREET NEW YORK 


























DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 1213 


CHICAGO, ILLINOIS 





ELDER A. PORTER 


F. A. S. F.A. I. A. 
Consulting Actuary 


102 Maiden Lane 
NEW YORK, N. Y. 























L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 











Woodward and Fondiller, Inc. 


Consulting Actuaries 


90 John Street, New York 
Telephone Beekman 3-6799 


























INDIANA 


Woodward, Ryan, Sharp, Davis & Hezlett 


Consulting Actuaries 
Jonathan G. Sharp W. Harold Bittel 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 


Evelyn M. Davis Robert S. Hull 
Edward H. Hestett John Y. Ruddock 
Partners Associates 


Ninety John St., New York, N. Y. 


























OHIO 











HARRY C. MARVIN 
Consulting Actuary 


307 Peoples Bank Bldg. 
INDIANAPOLIS, INDIANA 








CARL J. WEST 


Consulting Actuary 
Automobile 
8 East Broad Street 


Columbus, Ohio 
Organization 
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ALEXANDER C. GOOD 
Consulting Actuary 
615 Trust Co. “. Jefferson City, 


an 
800 Security Building, Kansas City 








FRANK M. SPEAKMAN 
Consulting Actuary 


Associates 
Fred E. Swartz, C. P. A. 
E. P. Higgins 
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Here one may live graciously, yet inexpensively .. . 
where modern luxuries combine with friendly hospi- 
tality to assure an enjoyable visit. 


IN PHILADELPHIA 
In the Heart of Things 


You may properly expect precise, thoughtful service 
-.. and acuisine that is one of the enduring traditions 
of this world-famous hotel. 


CLAUDE H. BENNETT 
General Manager 


BELLEVUE 








STRATFORD 











Over 900 Men at 
Penn Mutual Meet 


(CONTINUED FROM PAGE 3) 


of these endowment forms over a de- 
ferred annuity were told by several 
speakers who also related their methods 
of demonstrating them to their pros- 
pects. A demonstration of applying in- 
come insurance to family needs was an- 
other feature. Methods of combining 
existing with new insurance to produce 
a satisfactory income plan and the sale 
of larger cases were also considered. 


Guardian Life Men Now 
Producing for President 


(CONTINUED FROM PAGE 3) 


in its more than 74 years of existence, 
President Heye has served under all 
three of his predecessors. His own long 
long period of service is characteristic 
of those enjoyed by his forerunners. 

In the 13 years during which he has 
held office, the Guardian has doubled 
the amount of its business in force and 
total assets have risen from $60,000,000 
to over $100,000,000. 

Eight agents and four managers, as a 
result of their work in the current cam- 
paign, will represent the field force at a 
commemorative dinner to be tendered 
Mr. Heye early in December by the di- 
rectors and officers. They will be the 
four leading agents in volume during 
the campaign and paid for by Nov. 30; 
the four leading agents in number of 
lives, and the managers of the four lead- 
ing agencies in percentage of quota of 
volume submitted and paid for as above. 

In addition to the limited number of 
invitations to the dinner, awards of 
points towards membership in the com- 
pany’s special honor club—the Presi- 
dent’s Club—may be earned in the cam- 


paign. 


Programs of Two Sections 
Of A.L.C. Meeting Prepared 


(CONTINUED FROM PAGE 3) 
second vice-president Massachusetts Mu- 
tual. 

“Cooperation and Regulation at the 
Source,” J. W. Simpson, superintendent 
of agencies Sun Life of Canada. 

Election of officers, action on reports 
and resolutions, etc. 


Program of Industrial Section 


The Industrial Section program is: 

Remarks by Chairman Maine. 

“Method of Recruiting and Selecting 
Industrial Life Agents,” H. J. Bentley, 
supervisor field instructions, industrial 
branch, London Life. 

“Method of Training Industrial Life 
Agents,” E. W. Craig, vice-president Na- 
tional Life & Accident. 

“Agency Contracts,’ C. P. Kendall, 
vice-president Washington National. 


Evening Session 7:30 p. m. 


“Selecting Life Insurance Risks,” C. M. 
Herron, inspecor of industrial risks, 
Life & Casualty, Nashville. 

“Stimulating Conservation Among In- 
dustrial Agents,” T. J. Mohan, field man- 
ager HBureka-Maryland Assurance. 

Business sessions, election of officers, 
adoption of resolutions and reports, etc. 

The Bankers National, Jersey City, 
which recently was admitted to mem- 
bership in the A. L. C., is the only com- 
pany in that state that is a member of 
the convention. Several officers of the 
Bankers National are expected to at- 
tend the annual meeting in Chicago. 


New Washington Managers 


Charles A. Bryant, Washington man- 
ager for a large eastern company for 
about 25 years, has been appointed 
northern Washington manager for the 
Colorado Life of Denver. 

The Northwest Agency, composed of 
A. G. Cramer and Richard Cain, takes 
charge of southern Washington. Both 


= 
have been with the company a numba 
of years, establishing excellent regop 
as salesmen. 


Lowes Peoria C. L. U. He 


Ralph C. Lowes, Jr., Lincoln 
tional Life, was named president of # 
Peoria chapter Chartered Life Under 
writers, succeeding F. Erle Cavette, w 
D; Johnson, Massachusetts Mutual, 
elected vice-president, and John 
Roth, Jr., was re-elected secretary-tregs 
urer. 





A man away from home on busi-- 
ness is interested in restful sleep, 
good food, attentive service, and 
facilitation of his business so he can 
get home as soon as possible. 


We meet such men on common 
ground, for it has been our privilege 
for more than two generations to 
provide tired men of affairs with | 
cheerful rooms and soft beds; to set 
as excellent a table as the country 
affords; and to attend with courtesy 
to the slightest wish of every guest. 
All our rooms have private bath, 
shower, and _ circulating _ ice-water. 
Plenty of singles at $3. ’ 


We are most convenient to 
Boston’s insurance district. 


Glenwood J. Sherrard 
President & Managing Director 
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forts of the fine hotel JMDAAAssMcaliia 
...wonderful food in $ 

the Coffee Shop and 

Walnut Room. Garage 


opposite entrance. 


FROM SINGLE 
Managing Director 
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BALTIMORE AT 14th STREET 


KANSAS CITY 


MISSOURI 








